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WITH NEW 


“SUPER-STEERING” 


and 


Flexy 





CEr 


YEAR-ROUND SLED ON WHEELS 


Build business 
around Flexible 

Flyer, the most 

famous sled in the 

world. 


Fifty years of prestige 
and fifty years of lead- 
ership go into every 
Flexible Flyer that is built. 
Flexible Flyer is royalty in the 
world of sleds—known to every 
grown up, coveted by every child. 


First run stores order and re-order 
Flexible Flyer year after year. It is a toy 
man’s staple, expected and demanded 
by the adult customers, looked for by 
the youngsters. 


Fifty years of advertising and sound 
workmanship have put Flexible Flyer 
miles ahead. To show it, is to sell it. 
To push it, is to profit. 


Now Flexible Flyer has a twin-brother- 
on-wheels, Flexy Racer. Already Flexy 
Racer is making all the wheel toys sit 
up and take notice. Alone, it is a sales 
natural. With Flexible Flyer, it is a 
sales magnet. 


Firefly and Flexy are the two juniors, 
Firefly the runner and Flexy the wheel 
toy. Both are simpler in construction 
than Flexible Flyer and Flexy Racer. 
Both are less in price. 


Flexy Whirlcompletesthefamousfive—a 
merry-go-round and see-saw combined. 


S. L. ALLEN & COMPANY, 






STORE DISPLAYS 

are eye catching 

when they center in 
Tuxedo, the flagship ot 
Flexible Flyer fleet. 
Tuxedo not only sells it- 
self. It helps to sell every toy 
runner on the floor. 


Build a complete Flexy display around 
Flexible Flyer and Flexy Racer. Get the 
profit benefit of a fifty-year development 
by including all five. It’s a year-round 
demand, designed for year-round need. 
Whatever the size, whatever the price 
young America in motion can travel 
on one of the famous Flexies. 


Write us for prices and new Flexy 
Line literature. 
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Makers also of Planet Jr. Farm and Garden Implements 
429 Glenwood Avenue, Philadelphia, Pennsylvania 
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Get the Sportsmen into 
Your Store Before Christmas 







st 


light, 


sight. 


Model 30 


** Standard’ 
Bolt Action 


SPECIFICATIONS 
22 inch barrel; 


American Walnut 
stock, pistol grip 
and fore-end finely 
checkered. Rifle style 


eel butt plate 


grooved to prevent 
slipping. Rifle cocks 
on opening movement 
of bolt. Top of receiver 
matted. Short, snappy 


single trigger pull. 


Thumb operated safety. 
Buckhorn adjustable rear 
sight with gold bead front 


Receiver drilled 


and tapped for Lyman 
No. 48R micrometer wind 
gauge receiver sight. 
Length over-all 42% 
inches. Magazine holds 5 
cartridges. Weight about 
7% pounds. 


ALWAYS SELL 


Remington, 


LEANBOR 


AMMUN 
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FINE big-game rifle is the most appreciated Christmas present 
anyone can givea sportsman. Go over your list of sportsman cus- 
tomers and pick out some likely prospects. Invite them in to see some 
Remington high power rifles. If you haven’t them in stock, your jobber 
can supply you quickly and you'll never regret the investment if you 
show them to the right people. 

A popular big-game rifle is the Remington Model 30 Bolt Action 
Repeater, but a great many sportsmen prefer the slide action of the 
Model 14, or the Autoloading Model 8. All three are chambered for 
.25, .30, .32 and .35 Remington Kleanbore, center fire, and the 
Model 30 also comes chambered for the 7 M/M Mauser and the .30-’06 
Springfield, Kleanbore cartridges. 

For anything larger than deer, the .35 Remington which carries a 
200 grain bullet, in the Express Mushroom cartridge, or the .30-'06 
Springfield with a 220 grain bullet, Express Mushroom, should be 
recommended. In .30-’06 caliber this rifle is suitable for any big game 
in the world except elephants and rhinoceros. It is excellent for short 
range woods or bush hunting, and its characteristics of extreme accuracy, 
flat trajectory, and sustained energy make it absolutely unexcelled for 
long range plains and mountain hunting. The .30-’06 and .35 Reming- 
ton are also fine for deer, but those who want a rifle for deer or smaller 
animals only, will prefer a smaller caliber because the ammunition is 
cheaper. In .25 Remington Rimless caliber this rifle is suitable for var- 
mints and game such as squirrels, rabbits, crows, hawks, woodchucks, 
raccoons, foxes, turkeys, coyotes, wolves and mountain lions. It is 
exceptionally accurate at both short and long range. It will kill deer, 
but the .30 Remington, .32 Remington; or 7 M/M Mauser are better 
for this purpose. 

You should have in stock at least one sample of each of the Reming- 
ton Models 8, 14, and 30 in the caliber that is most popular in your 
locality. If your sales warrant stocking only one model, we suggest the 
Model 30, unless there is a preference for Slide Action or Autoloading 
Rifles among your customers. Even if you have very little call for big- 
game rifles, one of these Remingtons is a good investment because of 
the attention it will attract among hunters. Get them into the store 
before Christmas and they’ll buy. REMINGTON ARMS COMPANY, INC., 
BRIDGEPORT, CONN., Originators and Sole Manufacturers of Kleanbore 
Ammunition. 


....and they'll buy 
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Order U. S. Lawn Hose before prices go up. 























Protect yourself now against any possible fu- 
ture advances. Now is the time to put yourself 
in a position to realize real profits. 
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Lawn Hose sales are almost certain to show a 


is po 


sharp sales rise this spring and summer. Better 
times will bring back active enthusiastic inter- 
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est in neglected lawns and gardens. Get ready! 


MA 


Royal Cord 


Uniteo STATES RUBBER COMPANY 


U. S. Lawn Hose has always been famous for 


superior quality at low cost. In this hose there 


RAINBOW 


-UNITED STATES RUBBER CO 





has never been acheap compromise in materials 
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or workmanship. 








Furthermore, behind U. S. Lawn Hose there’s 
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a hard-hitting, thorough-going new merchan- 











dising plan with some extremely novel and in- 


teresting new advertising angles. It will put 





profits in the pocket of every live U. S. Lawn 
Hose dealer. Buy NOW! 


United States Rubber Company 
1790 BROADWAY @ NEW yorRK, N. YY. 
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“Custard Cups’ we call them... 





Send for this 
NEW DISPLAY 


For more sales of 
the fast selling Py- 
rex Brand Custard 
Cups, Percolator 
Tops and Measur- 
ing Cups, set up this 
handy, attractive 
display holder in 
your windows and 
on your counters. 
It’s 8 inches wide... 
colored silver and 
black. 


FORAH 


coo 


RANDLE @ 
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YOU SELL THEM 


UNDRED USEo! 


—— 6 


OW the modest little “Pyrex” 

Brand Custard Cup has 
grown in importance! Continually 
housewives seem to find new work for 
it to do. In fact, they’ve already found 
more than a hundred uses for this 
handy little dish! 

As plain custard cups they sold fast 
—right from the start. Now, with the 
unlimited uses to which your cus- 
tomers put these dishes, is it any 
wonder that sales have increased a 


hundredfold? 


Remember, too, you don’t sell these 





custard cups one by one. Housewives 
buy them six or a dozen at a time! 

If you want quick turnover, large 
volume sales, feature Pyrex Custard 
Cups. Department and hardware 
stores all over the country report 
them one of their best sellers. 

Look at the records below. They 
are but examples of what can be done 
with the Pyrex Custard Cups when 
they’re put on prominent display. 
Display them. Feature them. You'll 
sell them by the hundreds. 


FAST SELLING...? LOOK THESE RECORDS OVER! 


A New York retailer 
averaged a gross every 


2 days. 


PYREX Custard 


e-mark Reg. U.S. Pat. O: 
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A Maryland jobber sold 
to retailers 7,800 in one 





A Pacific Coast jobber 
sold 200 gross in 45 


A New Orleans depart- 
ment store sold 3,500 
days. in 1 day 


A Philadelphia depart- 
ment store sold 5,800 in 
1 day. 


CORNING GLASS 


UD WORKS... CORNING 
J ~NEW YORK 








Millions OF HARDWARE CUSTOMERS 





Tue CarsoruNnpuM CoMPANY 


NraGara Fatts, N. Y. 


Send me Radio Window Card and 
Registration Pad. 


NAME 
ADDRESS 


CITY OR TOWN 


HAe 
arene mre 
a 
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WILL AGAIN BE LISTENING TO 
THE CARBORUNDUM BAND 


NCE again “‘Carborundum” goes on the air, fea- 
turing the now famed Carborundum Band in a 
series of brilliant programs. 

Saturday nights 9.30 to 10.00 E. S. T. on the Columbia 
Chain, beginning November 11th. 

Again we will offer listeners a souvenir Carborundum 
Brand Pocket Stone. ; 

They will be told to go to their hardware store—your 
store—to register for this souvenir. Here’s your chance 
to make many more sales contacts—to create good-will— 
by tieing in with these radio presentations. 

All you need to do is display the window card, send 
us lists weekly of radio fans who register with you for the 








souvenir. 

Special forms for registration 
window free on request. 

Use the coupon. 





attractive card for your 











THE CARBORUNDUM COMPANY, Niagara Falls, N.Y. 


CANADIAN CARBORUNDUM CO., LTD., NIAGARA FALLS, ONT. 


Sales Offices and Warehouses in New York, Chicago, Boston, Cleveland, Cincinnati, Milwaukee, Philadelphia, Detroit, 
Pittsburgh, Grand Rapids, Toronto, Ont. 


(carsorunoum 1S A REGISTERED TRADE MARK OF THE CARBORUNOUM company) 
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Now that Friend Horse is back again on thousands of American 
farms, dealers -are finding that a line of harness, strap work and col- 
lars makes a very profitable addition to their stock. 


Since the days when transportation meant a horse, we have special- 
ized in Saddlery with the result that the "BEN HUR" label on a 
harness or robe or blanket was an unquestioned guarantee of the 
highest standards. 


The supremacy of the "BEN HUR" line has been retained and 
strengthened by another great harness—"'LATIGOTAN"'—perhaps 
the most widely imitated harness on the market today. 


That fact is of vital importance to you, Mr. Dealer. It means that 
we offer you the facilities of a complete Saddlery and Horse Goods 
Department in addition to our Hardware and other lines. 


Your farm trade needs harness! WILL THEY COME TO YOU? 


THE GEO. WORTHINGTON CO. 
1829 CLEVELAND, O. 1933 
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On More Christmas-Gift Lists 
This Year Than Ever Before... 


SIMMONS BICYCLES AND 
WHEEL GOODS 


The Bicycle is Back! 
Young and Old are Cycling! 
Are You Getting Your Share 

of This New Business? 


The bicycle is bidding for even greater pop- 
ularity than it enjoyed back in the gay nineties. 
And with grown-ups going in for cycling, 
more.and more boys and girls are demand- 
ing wheels for Christmas. 





Now—this year, especially at Christmas time 
—you can cash in on this revival of a highly 
profitable business by selling bicycles to all 
ages. And with the Simmons line, you have 
the additional advantage of the competitive 
Simmons price-and-quality policy in the entire 
field of children’s wheel goods. 


The coupon brings you complete information 
on what Simmons Bicycles and Wheel Goods 
can mean to your profits in the hardware 
business. Mail it today—in time to connect 
with the Simmons proposition for this year's 
holiday selling season. 





Illustrated — 
SIMMONS WESTMINSTER 
DELUXE TANK MODEL 
Features that make it the leader for 


Christmas selling. Motorcycle-type 
truss fork, parking stand, luggage car- 





rier, saddle, horn and rubber pedals 

(ball bearing). New Departure coaster Simmons Westminster 
and Banner 

—the line that makes a store 

headquarters in its city for bicycles 


and wheel goods. 


brake, chromium-plated electric lamp, 
U. S. Chain Tread Tires, rust-proof spokes, 
chronium-plated mud guards and rims. 


Bicycles +«- + Velocipedes 











j “an " i <-_ = °° H Boys’ Wagons + + Scooters 
| St. Louis, Missouri | Tot Bikes + « Hand Cars 
! | Children’s Autos « Race Cycles 
| Please send literature and have salesman call. | Doll 4 Bab c i 
| What are the profit opportunities of Simmons | e ee esy verrages 
: Bicycles and Wheel Goods in our business? | 
| 
i | 
Ao | enn ae ae ; 
SIMMONS HARDWARE COMPANY 
| Address...... ; ye ee ere | ST. LOUIS 
Signature .... The Recollection of QUALITY Remains Long After the PRICE is Forgotten 
senescent aes nie in igh tame min eiaieh aceeneemne —E. C. Simmons 
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Zinc-Insulated Fences. . Steel Fence Posts. . American Steel 

Gates. . Banner Poultry Fences . « Protector Poultry Fence 

Union Lock Poultry Fence . . Netting .. Bale Ties . . Nails 

Tacks . . Staples . . Barbed Wire . « National Expanding 

Anchor Dirt Set End and Corner Posts . . Wire Clothes Lines 
. »Wire of all kinds. 


DEMAND IS THE BEST GUIDE TO SALES 


More fingers point to Zinc-Insulated Fence—more farmers demand it—than any other make. 
This great consumer preference is due to just one factor—not claims and promises—but 
superior quality and value proved throughout many years of actual service. Truly—DEMAND 
is the best guide to sales—and answers the question ‘Which brand of fence shall I feature?" 


a Sc: Be, 1933 
AMERICAN STEEL & WIRE COMPANY 


208 South LaSalle Street, Chicago SUBSIDIARY OF UNITED Us STATES STEEL CORPORATION — Suge Ste Side, New York 
94 Grove Street, Worcester AND ALL PRINCIPAL CITIES irst National Ban g., Baltimore 


Pacific Coast Distributors: Columbia Steel Company, Russ Building, San Francisco Export t Di ributors: | United States Steel Products Company, New York 
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NO -APOLOGIES 
Needed with this item / 


Why offer a substitute when your customers prefer 
Gottschalk's . . . the original sanitary Metal Sponge, the 
household scouring device to which all others are com- 
pared. Beware of merchandise that is “just as good as 
Gottschalk's." A real quality item that will not rust, 
scratch, sliver or turn green. Customer satisfaction— 
quick turnover-—dealer profit. 


In addition to Metal Sponge, there are two other Gott- 
schalk items . . . Hand-L-Mop and Kitchen Jewel. The 
ache Lite Fellow |, patented cushion sponge feature places them far ahead 

of competition. Order today from your jobber. METAL 
SPONGE SALES CORPORATION, Lehigh Avenue and 
Mascher Street, Philadelphia, Pa. 


Gottschalk’s 


METAL SPONGE 
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GENTS for MAZDA lamps of General Electric manufacture 
who have used our unparalleled Window Display Service will subscribe 
to the Service again for 1934 . . . because they know that the regular use 
of this Service builds store traffic and increases sales and profits, not 
only of lamps but of many other items. For complete details of the 
1934 Service see your distributor or address: Department 166, Incandes- 
cent Lamp Dept. General Electric Company, Nela Park, Cleveland, Ohio. 


GENERAL@ELECTRIC 
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Terre 


No. 1149 “Unitube” Men’s Hockey 


Tube and runner in one-piece 





Model of Nos. 1624, 1624%2, 172442 


Serew Clamp Patterns 






Pathfinder 
No. A2. Hockey 
For Men and Boys 







Pathfinder 
No. A25 Racer 
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Rover 
No. A50 
Professional Hockey 
For Men and Boys 






Pathfinder No. A2L Hockey 
For Ladies and Girls 
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Prepare 
For 
Holiday 
Skate Sales 
NOW— 
Don’t 

wait until 
freezing 
weather 
comes— 





Get Skaters Interested NOW 


Start displaying Ice Skates. The right display will 
make people long for freezing weather and create an 
urge to buy NEW skates. 


“UNION” Screw Clamp, “Unitube” Hockey and the 
popular “Union” Leather-Stocking Skating Outfits 
are full of URGE. The Pathfinder and Rover Outfits 
are equipped with the Improved Union Die Cast 
Aluminum Skates. The shoes are high quality Good- 
year Welt, smart looking, comfortable and sturdy. 
Also Racing and Figure patterns. A nationally 
known, profitable selling line. Keep well stocked. 


Sold by Leading Jobbers 








Log New York Office 





{ ADWARE Crary ) 


Reg. U. S. Pat. Off. 
Established 1854 


TORRINGTON, CONN. 


151 Chambers St. 





— . No. 59242 
No. 80, 280 Leather Back and Strap. 
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CLOVER MFG. CO. 


Norwalk, Conn. 


ABRASIVE PAPERS AND CLOTHS — GRINDING COMPOUNDS 








CLOVER GREEN-STRIPE 
FLINT SANDPAPER 


Unit 1 Ream 
Standard Special 
9” x 11” 8%” x 10%” 
Sheets Sheets 


in grits 
No. 3/0 to No. 3 





CLOVER YELLOW-STRIPE 
ALUMINOUS OXIDE CLOTH 
Unit % Ream 


Standard 9” x 11” sheets 
in grits No. 7/0 to No. 2 


Also packed in Display Shelf Boxes 























CLOVER YELLOW-STRIPE 
ALUMINOUS OXIDE 
CLOTH ROLLS 
50-yard 
ECONOMY ROLLS 
in Grits 


No. 7/0 to No. 2 











SANDPAPER IN 
DISPLAY 
SHELF ee 
Standard 
= i ays x ot" 
Sheets Sheets 
SAND- 
PAPER 
ROLLS 
1 inch wide 
in grits 
No. 2/0 and 
No. 1/0 
50 yards 

















CLOVER YELLOW-STRIPE 
ALUMINOUS OXIDE ROLLS 
METAL-CUTTING CLOTH 

in widths 2%” to 24” 


its No. 4 lo 
60 yacds in grits /® to No, 2 








CLOVER GREEN-STRIPE 
FLINT SANDPAPER 
HOUSEHOLD PACKAGES 


36-10c. packs of 
20 sheets each 





CLOVER YELLOW-STRIPE 
ALUMINOUS OXIDE PAPER 
we ee ROLLS 

pen or Closed Coat 
50 A. in widths of to 12” 
in Grits No. % to No. 8% 








CLOVER RED-STRIPE 
TURKISH EMERY CLOTH 


Unit % Rea 
Standard. ” x 11” Paheste 
in grits 
No. 3/0 a No. 3 


Also packed in Display Shelf Boxes 

















HOUSEHOLD METAL- 
CUTTING AND EMERY 
CLOTH 


12-10c. packs, 6 sheets each, 
assorted grits 














CLOVER ORANGE-STRIPE 
GARNET FINISHING PAPER 


made in Open ons ow 
Grits No. 7/0 to N 
Unit % Ream 


GARNET CABINET PAPER 


made 3 Leng err and somes Coat 
No. 4/0 to No. 2 
tale % Ream 


CLOVER YELLOW-STRIPE 
ALUMINOUS OXIDE METAL- 
CUTTING CLOTH BELTS 


Widths 2%” to 14” 
Grits No. 4/0 to No. 2 











CLOVER ORANGE-STRIPE 
GARNET ROLL PAPER 


Made in both Open and Closed Coat 
Widths 4” to 24” 
Grits No. 6/0 to No. 2 











CLOVER VALVE-GRINDING COMPOUND 


4-oz. and 2-oz. Duplex Cans 
Containing equal parts 
Grades E for Roughing, A for Finishing 


The compound in these cans is suitable for 
grinding valves, lapping cylinders, fitting 
piston rings, etc. 








CLOVER LAPPING COMPOUNDS 
For Shop, Tool Room and Garage 
Put up One Grade to the Can 

%4-Ib., %-Ib., 


8 
From Grade 2-A to Grade 50 





CLOVER WATER-MIXED 
VALVE-GRINDING 
COMPOUND 


One Grade to the Can 
Two Grades 
1-lb., 5-lb. Cans Medium and Coarse 


Grades 2-0z., %-lb., 1-lb. Cans 
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@ YOU'RE in business to make money. 
So why sell linseed oil at little or no profit? 


Dealers everywhere have found that if you handle the right prod- 
uct, you can sell it at a mark-up that brings a fair profit. 

That product is Kellogg's Improved Boiled Linseed Oil... the 
greatest value for outside painting ... in the new Sealed 5-Gallon 
Containers. 


Kellogg's Improved Boiled, a really superior linseed oil, is pre- 
ferred by a large majority of master painters. They are willing to 
pay a premium price for the genuine KELLOGG product. 

Now the new refinery-sealed pail definitely marks Improved Boiled 
as a superior specialty. It protects the consumer from inferior lin- 
seed oil substitutes and insures the purity of Kellogg's Linseed Oils 
from the crushers to him. And for the merchant, it removes linseed 
oil from the non-profit class. 

Put Kellogg's Improved Boiled Linseed Oil in stock now. Offer it 
for sale at a legitimate price mark-up. You'll find that both sales and 
profits will increase. 


SPENCER KELLOGG AND SONS SALES CORP’N 
Special Oils Department BUFFALO, N.Y. 


KELLOGG'’S Improved Boiled 
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manufacturing process. Given the same 

mix no two companies will produce steel 
equal in quality. The finest mix can be 
ruined by poor heating and rolling. 


[ quality of steel is determined by the 


The most modern method of rolling steel 
is by what is known as the Continuous Rolling 
Process, developed and patented by one of 
the leading steel companies of this country. 
This special process produces steel that is 
tougher, has a superior grain structure and 
is more uniform. 


ABW is the first to use steel rolled by the 
continuous process, and the only manufac- 
turer of shovels today using this superior 
steel for shovel blades. 


It is the first high carbon shovel steel ever 
to be rolled on a continuous mill. Through 
special arrangement the steel manufacturer 
has granted ABW the exclusive right to this 
steel. 


ABW 


SHOVEL 


STEEL 


Rolled by a Special and Exclusive Process 


From the mix to the rolling of the sheets 
—the ingredients and the process—the fin- 
est that men and money can produce. No 
re-used stock ever finds its way into ABW 
shovel blades—only fresh steel is used. 


ABW resorts to no trick or Circus tests, 
but makes actual tests in testing pits, where 
conditions are identical with those under 
which the average shovel is subjected. Such 
tests have proved that blades made of steel 
rolled by the continuous process outlast an 
other kind—and there is no better venditick 
than performance. 


Within the short space of one year ABW 
has given to the trace three major develop- 
ments in shovels: the ABW Shock Band, 
Labels die pressed in colors, and high carbon 
steel blades made by the Continuous Roll- 
ing Mill Process. 


These are facts well worth remembering 
and when you buy ABW Shovels, Spades or 
Scoops, you may feel secure in the knowl- 
edge that you are getting the Best. 


ASK YOUR JOBBER 


AMES BALDWIN WYOMING CO. 


PARKERSBURG, W. VA. 


1933 


NORTH EASTON, MASS. 
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Volume Items 


with a nice 
volume of protit 


Anchor Brand Bull Rings are one of the 
steady turnover items which are more than 
paying their way. 

Made in all standard sizes and highly finished, 
Anchor Brand Bull Rings are constructed to 
make piercing easy. Packed one each in an 
envelope, one dozen in a carton. 


Bull Rings 





No. 3134 Self-piercing Pattern 


Here’s another sure-fire item 





Bull Tie Snap 


No. 333—%”—Swivel Eye 
Length overall 434 inches 


Cannot be opened accidentally. First choice 
of the man who wants an extra heavy, strong 
safety snap. 


NORTH & JUDD 


MANUFACTURING CO. 
NEW BRITAIN, CONN. 
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order 


DU PONT MX 


loads— 


THE SHELLS THAT ARE 


QUICK TO SELL 


For two years DU PONT MX has 
been the brightest star in the sporting 
powder field—and right now it’s brighter 


than ever. 


More and more of your customers will 
demand it in the shells they buy this 


season. 
Cash in on the widespread popularity 
of this better sporting powder by ordering 


it in the shot shells you stock. It means 


extra sales—more profits. 


“L6G. ¥.5.paT.orF 


DU PONT MX 


SMOKELESS SHOTGUN POWDE 
; (Multi-base) a 
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FACTS—not 
conversation 


625 DEALERS 
EARN $600-°° 





AVERAGE EXTRA PROFIT 


IN 12 MONTHS 
from 
DREADNAUGHT SANDER 
RENTAL SERVICE 


HolgMourcella 


TO GREATER TACK SALES / 





with the New ¥% lb. 
ATLAS “flat style’? papers 


of STERILIZED BLUED TACKS $5.00 per day per rental is the usual 














profit from the sander alone. In addi- 
“Flat style” paper cannot tip 
over. Cover opens full width 
of paper, large opening re- 
moves danger of pricked fin- 
gers. Bottom is sealed 
—tacks cannot 
leak out. 


tion, however, each rental is usually 
good for an equivalent profit from 
the sale of varnish, filler, shellac, 


brushes, etc. 


The complete proof together 


with all information showing 


you exactly howto obtain this 


LAS Sas ct profit, sent to you without 
‘pas AG y oth ‘ e ° 
eases the slightest obligation, 
Ides. papers = Packed in is yours for the asking. 
tothecarton bright, self-selling 


counter display cartons 


MAIL THIS 
ome UR ee. 


VY |b.— 2 Ib.— 1b. 


now colorfully packaged 


in“hardware” orange and 


Sterilized 


[TATLAS |) | 
|| qacks aii 
TACKS merchandising features 


Blued blue. These new, cheerful 











aan 
our | make a compelling coun- 
ter, window or shelf dis- 


play that sells! 








DREADNAUGHT SANDERS 
Dept. HA-1133, Muskegon, Mich. 


Send complete information on your Dreadnaught 6 


Dustless Sander and Rental Service Plan. 








Distributed through Hardware Jobbers 


ATLAS TACK CORPORATION 


Fairhaven, Massachusetts 
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The Myers Home 
Water System pic- 
tured above is now 
available in four 
sizes of 250, 340, 
500 and 750 gallons 
capacity per hour. 


The Myers Deep 
Well System shown 
to the right is fur- 
nished with either 
6” or 9” stroke self- 
oiling deep well 
power pump. 


Both shallow and 
deep well types are 

pletely t tic 
with overload pro- 
tection. Thoroughly 
proven and depend- 
able, and wonderfully 
satisfactory, they are 
leaders in pumpdom. 





MYERS 


QUALITY 
PREVAILS 


Nothing becomes more annoying than e balky 
pump or water system. Too many times the 
responsibility for this can be traced to faulty 
construction that when put to the severe test of 
week in and week out service fails to “stand 
the gaff” that it should. 


Myers high quality standards have been rigidly 
maintained. No cheapening of materials. No 
skimping to lower costs. No letting down the 
bars to inferior workmanship and finish. No 
slip-shod inspection. Myers Water Systems are 
just as sturdy and compact as ever. Designed 
by pump engineers of long experience and built 
to precision standards, they are outstanding for 
their completeness, ease of installation, sim- 
plicity of operation, freedom from wear and 
breakage, and uniformity of service. Their 
performance records continue to be their big- 
gest and strongest talking point. 


Obviously, the Myers Line with its many types 
and sizes, for home, farm or factory, or for any 
other service up to ten thousand gallons of 


water per hour, is of prime importance to pump 


and water system dealers everywhere. May 
we suggest an early request for a copy of our 
new Water System Catalog No. PW34. Write 


THE F.E. 
MYERS & BRO. 
COMPANY 


ASHLAND, OHIO. 














PUMPS—WATER SYSTEMS—HAY TOOLS— DOOR HANGERS 
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FLORENCE 


can be your 


PROFIT 


We're selling heaters! Are you? 
















Somebody’s buying them about as fast as 
we can make them. Maybe it’s because 
people are loosening up—buying things 
for comfort and the home. And maybe 
it’s because the Florence line of oil-burn- 
ing Heaters offers such amazing value. 


Any way you look at it, now is the time 
to sell heaters and Florence offers you 
1. A complete line for every need 
and purse. 


2. Backed by a famous name and 60 
years’ experience. 


3. Ona basis that gives you a square 
deal and a real profit. 

4. With window trims and merchan- 
dising material that makes the 
rest easy. 


ALSO: Oil Ranges, Oil Stoves, Ovens, 
Gas Ranges—always the best value—easy 
to sell—profitable. 


FLORENCE STOVE COMPANY ~° Established 1872 
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CH28: Circulating Heater, heats and 
humidifies air, 6000 cu. ft. Two-tone 
grained walnut. Range Oil. 

GC6: Radiant Heater, 2500 ecu. ft. 
Sturdy, attractive, low price. Range Oil. 
KC9AW: Radiant Heater, 3500 cu. ft. 
Brown porcelained. Range Oil. 

K18: Conversion Burners for Living 
Room Heaters, 6”, 8’, 10’. Range Oil. 
C2C: Cabinet Heater, Portable and 
non-vented. Capacity 2,500 cu. ft. Wal- 
nut grain. Kerosene. 





GARDNER, MASS. 
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It’s the Light They Give That Sells 
Coleman Lamps and Lanterns 





No. II8A LAMP 


A handsome model 
with Coleman quality 
through and through. 
Your customers will © 
like its appearance. 
They’ll like its clear, 
steady brilliance of 300 can- 
dle-power. Lights instant- 
ly. Roto-Type Burner as- 
sures continuous service. 
Clean. Safe. Always ready 
with plenty of good light. 
Show them lighted .. , they 
sell themselves. 


No. 242 LANTERN 


The little lantern with 
the big brilliance! Lights 
instantly. Single mantle 
type; produces up to 175 
candlepower of pure white 
steady shining radiance. 
A handy light for sports- 
men and for general use. 
Equipped with genuine 
Pyrex Glass Globe, and built-in 
pump. A sure-fire seller that 
supplies many lighting needs. 

















No. L427 LANTERN 


Model L427 has all the 
operating advantages 
which make Quick-Lites 
so popular. This lantern 
is backed by a fine rec- 
ord of performance. 
Priced the lowest in 
years. In No. L427 you can sell 
genuine Coleman quality at 
prices that please. No other 
lantern like it for the money. 





No. 5A RADIANT HEATER 


The De Luxe Coleman Radiant Heater, out- 
standing in heating performance, operating 
convenience and appearance. Thermo Safety 
Generator pre- 
vents flooding. 

Gas Starter 
lightsinstantly. } a a 
Heats a large- § 
sized room with 
clean, quick, L 
healthful heat 
at acostof only 
2¢an hour. Por- 
table... use it 
anywhere. Ex- 
tra Generator 
insures contin- 
uous service. 














Listed by Underwriters’ 
Laboratories, File G546. 


THE NEW CENTURY 
DUO-LITE 


The newest in Cole- 
man lights. Lights in- 
stantly and produces 
up to 150 candlepower 
brilliance. Modernist- 








ic metal base of fluted 

column design, black lac- No. 
quered. Fitted with decor- 121 
ated Parchment Shadethat 


harmonizes with design of 
base. It’s a double duty 
light. Can bequickly made 
into a lantern by removing 
shade, lifting out of base and inserting bail. 
Wind-proof, Insect-proof. 


No. 228B LANTERN 


A big sturdy lantern : 
for your customers who 
want the ve best. 
Lights instantly, gives 
up to 300 candlepower 
brilliance on any light 
ing job in any weather. 
No finer lantern made. 
Has big porcelain enameled 
ventilator top, genuine Pyrex 
Glass Globe, built-in pump. 
Is wind-proof, insect-proof. 


No. 220B — Same as No. 228B but with Small 
ventilator top. 


COLEMAN MANTLES 


Coleman Manties 

roduce better 
ight and one-third 
more of it. They 
are made stronger 
tolastlonger. They 
are scientifically 
correct in design, 
size and mesh. No side seams. Reinforced 
across bottom where pressure is strongest. 
Always uniform in quality...the best! Buy 
them by theGross. “‘Sell them by the Package’”’. 
U.S. Retail Price Per 4 Dozen............... 45c 
U.S. Retail Price Per Dozen.................... 90c 





a 


> 









Write for the New Coleman Price 
Schedule and New Sales Plans 


THE COLEMAN 
LAMP and STOVE 
COMPANY 


General Offices: Wichita, Kansas 


Branches: Chicago, Philadelphia, 
Los Angeles, Toronto, Canada 














So Always Show Them Lighted! 


Two things have given Coleman Lamps and Lanterns 
preferred consumer demand: 
Ist. The wonderful, soft-white sight-saving radiance— more 
dight than 20 common oil lamps — better light. . . at less cost! 
2nd. A high standard of quality— sustained for 30 years — 
backed by a guarantee of satisfactory service. 
Keep your Coleman Lamps and Lanterns LIGHTED... display them 
where people can see them. They help sell themselves! 


Order from your jobber; write us for latest price lists and the 
4-Point Demonstration Sales Plan. 


No. 117A LAMP 
A popular priced 
Coleman that fits every 
home need for good ww! 
light and plenty of it. “sipoo 
Fount is finished in the dark Af ¢ 
green stippled Colac and has : 
a 10-inch Kremelite shade. 
Lights instantly. Equipped 
with the famous trouble-free 
Roto-Type Burner. Gives 
the same clear, steady, 300 
candlepower brilliance as 
other models. Has separate 
air pump. 


No. C362 
LAMP 


(Parchment 
Shade Extra) 








A new, quality 
Quick-Lite Lamp 
that offers new sales op- 
portunities as a good sum- 
merseller. A frosted glass 
globe that protects man- 
tles from flying insects 
makes it a universal lamp, 
suitable for use indoors 
or out. Lamp may also 
be fitted with attractive 
Parchment Shade. 


No. 054 Parchment Shade (extra) Black and 
Gold decorations. 








No. 4A 
IRON 


The Instant 
Lighting Cole- 
man Iron that is 
needed in every 
home. Cuts ironing time 4; cost to use 4¢ 
an hour; does better work with less effort. 
Generator has automatic tip cleaner 
which can be operated while iron is in use. 
Has blue handle and blue porcelain enamel 
body. A ready, steady, year round seller. 











No. 16 RADIANT HEATER 


The finest portable radiant heater ever 
offered for quick, low cost, instant-gas heat. 
Lights instantly, 
just like gas. Seven 
full-size radiants 
provide an abund- 
ance of fresh, 
healthful heat. 
Costs less than 2¢ 
an hour to use. It’s 
portable. Carry and 
use it anywhere. 
Handsomely finish- 
ed in bronze-brown 
baked enamel, with 
top of non-tarnish- 
ing porcelain en- 
amel. 











Suss 


(FD-31) 
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ATKINS 


LEADERS IN 
PRUNING SAWS 


The late Mr. E. C. Atkins established this 
company in 1857, and for 76 years we have 
continued to follow his well defined policies 
of quality products, skilled workmanship, 
far reaching distribution and fair dealer and 

jobber profit. This accumulated experi- 










































‘ ence gives your customers security in the 
" knowledge that they are buying the 
aS BEST when they buy ATKINS SIL- 
—% VER STEEL Pruning Saws and 
ae « 
(eh Shears — available for every 
~~ pruning requirement. ver’ 
and 
par 
mol 
or 
and 
NEW No. 14 - 
Utility and 
Speed Pruner pro 
A mighty fine saw of =< 
genuine ATKINS SIL- nae 
VER STEEL with spe- ine: 
cially designed teeth for fide 
extra fast cutting. Ex- sta| 
tensively used by utili- 
ties and other pruners. 
Easy-Grip handle can be 
fitted with safety snap 
for attaching saw to belt age 
or quick removal with fas 
one hand. Snap optional. Made 26 inch only. 
A fast moving, profitable item. Dealers’ NET the 
PRICE PER DOZEN—$29.15 with snap; $24.50 pri 
without snap. x to 
Demand ATKINS Pruning Saws and free im- mea 
printed Pruning Saw catalogs from your jobber li 
today; let us know if you are unable to obtain - 
them. 
No. 100 
Shear len 
on 
201 
Co 
pe 
ke; 


E. Cc. ATKINS AND COMPANY : 


“THE SILVER STEEL SAW PEOPLE” ESTABLISHED 1857 a 
Makers of highest grade and leading types of all kinds of Saws, . 
Saw Tools, Handles, Plastering Trowels, Scrapers and Specialties a 
HOME OFFICE AND FACTORY, 402 S. ILLINOIS ST. - - INDIANAPOLIS, INDIANA + 
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A REGULAR FEATURE 
OF HARDWARE AGE 


How’s ue Hardware Business? 


Interpreting for hardware 
men, such basic factors as 
crop outlook, freight car 
loadings, circulation of 
money, building progress, 
employment, etc., and 
dealing with specific price 
trends, demand for mer- 
chandise, shortage and 
future outlook as reflected 
by the study of the na- 
tional hardware market 
situation. 











Prices on basic steel lines are 
very firm, despite the lessening demand 
and output in the steel industry. Com- 
parisons with a year ago show much 
more modest advances on steel itself, 
or on steel sheets, nails, wire, tin plate 
and pipe, than on general hardware or 
on metal products other than steel. 
Under the higher labor costs of NRA, 
and under the President’s determined 
program for advancing commodity 
values, higher prices for 1934 on the 
hardware man’s heavy steel lines seem 
inescapable. Even now, there is con- 
fident expectation that nails, -wire and 
staples are about due for a sharp rise. 


* > = 


Wire brads, miscellaneous pack- 
aged nails, and stone wire have been 
brought under steel code rulings, with 
the manufacturers setting the resale 
prices, and limiting wholesale discounts 
to jobbers who agree to go along. The 
manufacturers’ cash discount on these 
lines is changed to % of 1% ten days. 


= ¢ % 


Simplex large-head roofing nails, 
lengths 34 to 1% inch, were advanced 
one-half cent per pound, on October 
20th, by the Crescent Brass and Pin 
Co. The change amounts to about five 
per cent, and affects both 100 pound 
kegs and 5 pound cartons. 


* %*+ 


The Malin & Co., Cleveland, 
Ohio, issued on October 20th a new 
wholesaler’s schedule, on fine merchant 
wires on spools and in coils. Steel and 
copper spool wires are practically un- 
changed, but soft and spring brass 
wires are up about 15 per cent. with 
a like increase on most of the cased 
“dealer stock” assortments. Picture 
wire is raised five per cent. Music 
wire and stove pipe wire are unchanged. 
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With Which is Combined 


BUSINESS 








_—____HIGHLIGHTS 


Lead prices during October first 
declined sharply, then recovered most 
of the drop. National Lead Company 
and others reduced lead pipe and sheet 
lead 14 cent per pound on October 
17th and again on October 19th, due to 
mark-downs in pig lead, but on Octo- 
ber 26 a 14 cent rise canceled the latter 
deciine. Lead traps and bends have 
remained unchanged. 


* * * 


Leading roofing washers also de- 
clined 4% cent per pound (about 
5 per cent) in two October changes, 
coinciding with the reduction dates on 
other lead products, but have since 
moved up 14 cent. 

* * * 


Prices on tin were equally er- 
ratic during October, under the uncer- 
tainties of dollar valuation in foreign 
exchange. After a drop of about three 
cents per pound, tin reacted late in the 
month to nearly the starting point. 
Solder prices, as a result, are back to 
the rather high basis of October 1. 
Copper and basic copper products have 
also partly recovered from their Octo- 


ber slump. 
+¢ + 


Diamond metal lath, both stand- 
ard and small mesh, also herringbone 
lath, were advanced October 10 1% 
cents per square yard, averaging about 
10 per cent. Special mesh laths were 
raised 1144 to 2% cents. Punched 
corner beads, base and lath strips were 
marked up about $1.50 per 1000 feet. 
Channels and expanded corner bead 
were not changed. 


* + 


Steel sidewalk scrapers and 
snow pushers, after a mark-up of about 
20 per cent in September, were further 
advanced on October 11 by the Ameri- 


can Logging Tool Co. and others. The 
change over last season’s prices totals 
33 1/3 to 40 per cent, but this contrast 
is based on 1932 depression figures said 
to be well below cost. 


* * * 


Electric appliance sales of the 
Westinghouse Electric and Manufactur- 
ing Company were up 18 per cent in 
September over a year ago. October 
sales so far are the best in the com- 
pany’s history, according to a recently 
published comment from a company 
executive. 

* & * 

The 1933 business on electric 
refrigerators, according to H. W. 
Newell, vice-president of the Frigidaire 
Corporation, has been the greatest in 
the history of the industry, and sales 
during 1934 are expected to surpass 
those of the current year. The com- 
pany’s agents report everywhere the 
improved morale of the people. Mr. 
Newell estimates sales of electrical ice 
boxes by the entire industry will run, 
in 1933, between 1,100,000 and 1,200,- 
000 units. Sales of household units by 
his company have reached more than 25 
per cent ahead of last year. It is esti- 
mated that the industry has now sup- 
plied only about 25 per cent of the 
potential market for electrical refrig- 
erators. The newer and larger field 
for air-conditioning equipment has 
scarcely been touched. 

* & 


Most makes of steel tapes in the 
popular priced grades have been ad- 
vanced about 15 per cent, with a simi- 
lar change also on pocket steel tapes. 
Delta lanterns were raised about 10 
per cent in price last month. 

* *% * 


Hardwood vegetable cutters and 
kraut cutters, of leading manufacture, 
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have been marked up rather sharply, 
both by list price advances, and by with- 
drawal of part of the discount. Whole- 
salers estimate the avearge change as 
15 to 20 per cent, with a rise of nearly 
50 per cent on the smaller and cheaper 
items. 


* + 


Paint brush manufacturers have 
issued withdrawal of prices effective 
November 1, due, they say, to the great 
increase in the cost of bristles, handles 
and other materials used in brushes, 
as well as substantial increases in labor. 
Well-informed wholesalers expect the 
advance at this time will be about 20 
per cent, which, added to the previous 
mark-up of a few months ago, will 
make the total rise on brushes 30 to 
35 per cent. 

* * * 

Failure to paint homes and 
buildings is responsible for losses of 
many millions of dollars in deteriora- 
tion, according to Dr. R. A. Plumb, of 
the Truscon Steel Co., who spoke at the 
annual convention of the National 
Paint, Oil, and Varnish association at 
Chicago. Degeneration of buildings is 
looked to by the paint industry as a 
situation that must bring an urgent and 
steadily increasing demand for paint 
‘and varnish. 

* * co 

Tire prices have steadied again, 
after an incipient agency price war 
late last month, affecting chiefly truck 
tire sales. The price-cutting is under- 
stood to have been brought to an end 
through NRA intervention. Tires for a 
few days were being offered to dealers 
and national accounts at very extreme 
concessions. 

* * * 

On bright and brass wire goods, 
hooks, eyes, etc., the third price ad- 
vance went into effect October 9, about 
10 per cent over the preceding sched- 
ule. The base discount on bright and 
brass goods is 50 per cent, and on cad- 
mium, nickel plated and japanned 40 
per cent, with terms and freight allow- 
ance unchanged. 

* * * 

Electric annunciator wire has 
been marked up approximately 50 per 
cent, with comment by the manufac- 
turers that old competitive prices had 
for a long time shown a serious loss. 
Leading makers have issued new price 
lists on friction and rubber tape, with 
net prices including the processing tax. 
Terms are 30 days net, less 2% in 10 
days, and freight is allowed on 100 Ib. 
shipments to destination. 

* * * 

Lane joist hangers have been 
raised in price about 10 per cent, with 
advice to wholesalers that another 
mark-up of similar percentage must 
probably follow soon. 
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On manila and sisal rope, no 
important price changes are scheduled. 
In fact, some sellers are accepting busi- 
ness for shipment during the first quar- 
ter of 1934. However. manila fibre has 
advanced sharply during the past sev- 
eral months, and unless some reaction is 
encountered, current rope prices will be 
affected. It is understood that the new 
cordage code will eliminate many 
special grades of manila rope, and that 
selling will be centered on first quality, 
matching present high grade standards, 
and a second quality or hardware rope 
which will be standardized at a popular 


service basis. 
* * * 


Prices on wall paper cleaner for 
next season are issued, and wholesalers 
are now soliciting spring orders. This 
has always been a 10 cent item, sell- 
ing at 3 cans for 25 cents, but the price 
has advanced sharply, owing to the 
greatly increased cost of flour. At the 
new basis, 10 cents will show a rather 
close margin, and wall paper cleaner 
will quite likely develop into a two for 


a quarter item. 
* # 


Fibre shipping and shelf car- 
tons, which have in many instances ad- 
vanced as much as 100 per cent from 
the low levels of last winter and spring, 
are heavily affecting the costs of all 
manufacturers of packed goods. This, 
together with the general sharp per- 
centage of rise in packing labor, usually 
girls, under NRA rulings, has accounted 
for some very sharp price changes on 
light packaged lines in hardware as 
in all other classes of merchandise. 

oa * * 


Prices were increased November 
1, on most items in the line of electric 
wiring sundries, made by the All Steel 
Equip Co., Aurora, Ill. Conduit fittings, 
including such items as locknuts, bush- 
ings, cable connectors and_ kindred 
products, are the principal items 
affected. This company, as well as sev- 
eral other manufacturers of similar 
products, is now basing its prices on a 
trade net price sheet to the jobber with 
a discount to the wholesaler. This prac- 
tice establishes suggested resale prices 
as advocated by the National Electrical 
Wholesalers’ Assn. 

* & 


Household washer shipments in 
September were the largest in the in- 
dustry’s history for that month follow- 
ing a similar record-breaking August. 
J. R. Bohnen, secretary, American 
Washing Machine Manufacturers’ 
Assn., reports that figures compiled by 
Ernst & Ernst, accountants, reveal total 
factory shipments of 137,467 washers, 
as compared with 56,776 in September, 
1932. Shipments of gas engine models 
during the month aggregated 9,469, as 


compared with 1,175 for the same 
month last year. The figures were re- 
ported by thirty manufacturers, repre- 
senting 98 per cent of production. 


* 2 


The razor blade division of the 
Segal Lock & Hardware Co., Norwalk, 
Conn., is operating on two shifts and 
a number of additional manufacturing 
units have been ordered to increase out- 
put. 

* * * 

FLYded, a fly and insect spray, 
made by the Midway Chemical Co., 
Chicago, IIl., established two new rec- 
ords during the 1933 season. New high 
marks were set both in total sales and 
percentage of increase, according to 
M. K. Grey, sales manager, who further 
states that this makes a record of seven 
successive seasons of increases. 

* * * 


Majestic radio sales made their 
fifth consecutive monthly increase in 
October, which was the best month 
since 1931, according to John F. Ditzell, 
assistant vice-president and _ general 
sales manager, Grigsby-Grunow Co., 
Chicago, Ill. The gain for the month 
was 150 per cent over the like period 
of 1932, and the company’s unfilled 
orders total 50,000 units. 


* 2 


Norge electric refrigerator sales 
in September for the fifth successive 
month reflected an increase. The sales 
increase was 445 per cent over the cor- 
responding month of last year, accord- 
ing to Howard E. Blood, president, 
Norge Corp., division of Borg-Warner, 
Detroit, Mich. During the past six 
months Norge sales have shown an 
increase of 42 per cent. 

* * * 


Hamilton Beach Food Mixers, 
Model B, are now being priced to con- 
sumers, without the juice extractor, at 
$18.75, except on the Pacific Coast, 
where the price is $19.75. The makers, 
Hamilton Beach Mfg. Co., Racine, 
Wis., placed this change into effect on 
Sept. 16. 


* + 


The Mansfield Tire & Rubber 
Co., Mansfield, Ohio, despite the ad- 
verse conditions prevailing during the 
past three years, has been in steady 
operation and has materially increased 
production. Its products, Mansfield 
Double-Cushion auto tires, are distrib- 
uted exclusively through hardware 


wholesalers. , 4 


Marked production increases are 
reported by the Waters-Gentry Co., 
Minneapolis, Minn., as a result of the 
demand for the company’s new Toast- 
master hospitality tray. More than 
three times as many employees are at 
work in the company’s plant than there 
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were ninety days ago. The present pro- 
duction schedule calls for three seven- 
hour shifts, but even with this schedule 
the company states that it is unable to 
promptly fill incoming orders. 

* * * 


The General Fittings Co., Provi- 
dence, R. I., manufacturers of plumb- 
ing and heating specialties, reports a 
marked sales upturn throughout the 
country during the past ninety days. 

* * * 


In hardware retailing, where any 
rise has been reported, it has been due 
chiefly to recent cold-weather impetus, 
and has been centered in seasonable 
staples like coal hods, stove pipe, axes, 
gloves, scoops, glass and putty. Many 
districts have enjoyed a demand,— 
ahead of any year since 1930,—on fall 
sport items,—including guns, hunting 
clothing, and ammunition. A number 
of merchants express disappointment, 
however, in the slow movement of their 
higher priced units, such as stoves, im- 
plements, furniture, and major house- 
hold equipment. Washing machines 
are a generally favorable exception. 

* * * 


Early ordering of holiday goods 
by the dealer has been fair, and on 
some lines of wheel goods, toys and gift 
specialties, manufacturers and jobbers 
have sold out their expected available 
supply. There is more fear among 
wholesalers than usual, that late buyers 
of holiday wants will experience short- 
age or delay in service. It is pointed 
out that manufacturing output this year 
is being held within unusually con- 
servative limits, on short-season goods. 
Factory shipments on hardware lines, 
in general, are less prompt than the 
trade normally expects. 

* * * 

Buying by the wholesalers is, 
nevertheless, below the rate of recent 
months, on all lines where prices are 
higher. Such hedging of stocks, or such 
mild speculation as evidenced itself dur- 
ing the past summer, has given place to 
conservative ordering to fill normal 
needs. All distributors have noted the 
quick reaction upon the demand, when 
any lines have suffered really sharp ad- 
vances, and none desire surplus sup- 
plies at higher costs. 

* * * 


The new retailers’ code is in 
effect, after weeks of debate and adjust- 
ment. How workable it will be, must 
soon be known. A _ most significant 
change, resulting from experience with 
the original “blanket” re-employment 
program, is the exemption of small 
stores in small communities from the 
workings of the program. It is realized 
that there are limits beyond which gen- 
eral regulations cannot apply. The load- 
ing on of added expense, with conse- 
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quent increase of prices, is a ruinous 
policy, if there is not a corresponding 
increase of purchasing power in the 
community. 

* * * 

Prices cannot stay up if the pub- 
lic does not buy, so the necessity is 
daily becoming more apparent, that 
prices be held in moderation. “Sweat- 
shop” bargains, and “sweat-shop” 
plants are out of fashion. Pure selfish- 
ness, as well as humanity and justice, 
will support the disappearance of “bar- 
gains,” which the community has paid 
for through direct and indirect losses 
to all the people, by the evils which led 
to the depression. Support of the NRA 
program is on a personal basis, and 
confidence in values is the first essential 
to this personal support. 

* * * 


September employment in manu- 
facturing industries increased 3.2 per 
cent as compared with August, and pay 
rolls increased 2.7 per cent over the 
month, according to the Bureau of La- 
bor Statistics. The index of employment 
in September stood at 73.9, and the in- 
dex of pay rolls at 53.3 per cent. 1929 
records are rated as 100. The level of 
employment in September, 1933, was 
26.3 per cent above September, 1932, 
and pay rolls in September, 1933, 
showed a gain of 39.9 per cent over a 
year ago. These continued gains 
marked the sixth successive month in 
which increased manufacturing employ- 
ment and pay rolls have been reported. 

* * * 


The Bureau reported for the 
wholesale trade that September in- 
creased 3 per cent in employment and 
2.4 per cent in pay rolls over August. 
In retail trade the gains were respec- 
tively 10.1 and 10.4 per cent. 


* * * 


The per capita consumption of 
timber has steadily trended downward 
from 525 board feet yearly, in 1906, 
until today it amounts to only about 
100 board feet per capita. The decline 
has been due in part to the substitution 
of other materials; in part to changing 
styles, customs and industrial housing 
standards, and in large part, recently, 
to the fact that residential building, a 
large source of lumber demand, has 
shown less than a sixth of its volume of 
five years ago. The lumber code, re- 
cently signed by the President, is ex- 
pected to end several years of wasteful 
and chaotic competition, by its bold 
moves toward price protection, produc- 
tion control and forest conservation. 

* * * 


Construction work, for the first 
time in three years, is running ahead 
of the preceding year’s record. During 
the first half of October, total construc- 
tion in the 37 States east of the Rocky 


Mountains aggregated practically 65 
million dollars, according to F. W. 
Dodge Corporation. This figure com- 
pares with 55 million in the first half 
of September of this year and 54 mil- 
lion in the first half of October, 1932. 
The increase was 17.4 per cent over the 
same period of September, and 19.5 
per cent over the similar period in Oc- 
tober, 1932. 
* * * 

A new government report on 
chain stores reveals that the tendency 
for most of them is in the direction of 
declining average sales per store, de- 
creasing business income per store, les- 
sened turnover of business investments 
and declining rate of return on invest- 
ment. This, notwithstanding the gen- 
eral growth of chain store business as a 
whole, and the increase in size and 
great success of many _ individual 
chains. The report covered 1337 chain 
store systems for the years 1913 to 1930 
inclusive. 

* *% * 

Bank clearings are again quite a 
little better than for most recent weeks 
since the unusual spurt in July. The 
last week reported by Dun and Brad- 
street was 10.4 per cent above that for 
the same week of last year. At New 
York City clearings increased 11.2 per 
cent over a year ago, while seventeen of 
the twenty cities outside of New York 
showed improvement, with notable 
gains at some western and southern 
points. 

* * * 

There were 282 business failures 
reported by Dun and Bradstreet, Inc., 
in the latest week, ending October 19, 
compared with 257 and 263, respective- 
ly, for the two preceding weeks, and 
535 in the corresponding week of last 
year. Two years ago the number was 
again higher at 551. 

, * & & 

Wholesale commodity price 
averages, while about 19 per cent above 
the 1933 lows, have slipped back some 
in recent weeks. Beside a sharp de- 
cline in grain prices, there has been a 
general weakening in prices of cotton, 
manufactured food products, building 
materials, chemicals and drugs. Prices 
of hides and leather and textile prod- 
ucts are showing steadiness after a 
considerable period of decline. Con- 
tinued advances in the prices of bitu- 
minous coal and petroleum products 
have caused a rise in the index for the 
fuel and lighting materials group. A 
small advance was also registered in 
the house furnishing goods group. 

* *% * 

Freight loadings, after a gain of 
1.4 per cent in mid-October, declined 
about 2 per cent during the week of 
October 21. This record was only 1.3 
per cent over the same 1932 week. 
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f VHE hardware trade is showing 
an increasing interest in oil 
burners. The need for new 

lines, especially those offering op- 
portunities for high units of sale, 
has probably been a greater in- 
fluence than any other factor. Also, 
with burners in recent years, reach- 
ing a stage of perfection where 
mechanical trouble has been mini- 
mized, installations simplified, and 
much servicing eliminated, a grow- 
ing number of hardware merchants 
are giving serious consideration to 
the volume building possibilities of 
the line. 

In addition, interest has been 
stimulated by the fact that oil burner 
paper has proven to be a preferred 
credit risk. Contrary to the prevail- 
ing attitude of commercial finance 
companies regarding installment 
paper covering certain types of 
major specialties, oil burner paper 
is still most acceptable. Merchants 
who finance their own installment 
contracts also report very little diffi- 
culty with this important phase of 
the business. Judging by past mer- 
chandising history, the merchants 
with the courage and acumen to make 
an early start toward tapping the 
virtually virgin market, will, of 
course, reap the largest reward. 

A study made by the American Oil 
Burner Assn., reveals that hardware 
stores already occupy a prominent 
place as oil burner agencies. Only 
two other types of retail outlets, 
plumbing and heating, in first place, 
and sheet metal shops, in second 
place, were found to have a larger 
percentage of oil burner agencies 
than did the retail hardware trade. 

To obtain first hand oil burner in- 
formation on points of prime inter- 
est to the hardware trade, HARDWARE 
AGE invited leading oil burner man- 
ufacturers to answer more than a 
score of pertinent questions. Prac- 
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A profit line, already 
prominent in the hardware 
trade, is increasing in pop- 
ularity as a new, large unit 
of sale item. Minimum of 


service required. 


By J. M. WITTEN 
Associate Editor, Hardware Age 


tically without exception, the replies 
indicated that manufacturers look 
with favor upon hardware stores as 
prospective oil burner agencies. 
Many stated that they already num- 
ber a substantial representation of 
hardware stores among their best out- 
lets. Other makers reported that 
they would like to secure additional 
hardware store agencies. 


Hardware Merchants 
Favoxably Impress 


Generally speaking, the manu- 
facturers of oil burners are favorably 
impressed by the business qualifica- 
tions of hardware merchants. As is 
true in most other major specialties, 
the manufacturers agree that satis- 
factory sales volume can only be 
achieved through intensive outside 
selling. If the hardware merchant 
is a “hustler” and will follow the 
proved selling methods, they feel his 
success with oil burners will be 
almost assured from the start. 

Results show that sales effort is 
most effective when the hardware 
merchant’s oil burner business is 
conducted as a separate department. 
When the dealer is located in a large 
city a separate store for oil burner 
sales is often desirable. All manu- 
facturers agreed that some form of 
house-to-house canvassing is essen- 


tial. Leads are obtained from door- 
to-door calls, while others are secured 
from satisfied users, the latter being 
considered the best prospects of all. 
Store records showing the names of 
purchasers of major specialties also 
provide many productive leads. 
Heating surveys are also excellent 
sources for leads. 

The initial stock investment recom- 
mended by manufacturers depends 
upon the area served by the agent 
and other related factors. An invest- 
ment of $250 was considered ample 
for a hardware store situated in a 
small town, provided the merchant is 
within overnight express service from 
his distributor. This sum would pro- 
vide one floor sample to be used as 
a running demonstrator. An operat- 
ing demonstrator is a decided asset 
in any case. Stores located in larger 
towns, and serving a wide territory 
should carry an adequate stock to 
meet normal requirements. 

The ordinary tool kits of plumbers, 
electricians, and mechanics are the 
only tools necessary for servicing 
and installation, although several 
instruments, including a draft gage 
are occasionally helpful. Installa- 
tions and servicing do not constitute 
the problems many laymen might 
surmise as a well defined trend 
toward less complicated burners has 
been followed. Today’s oil burner 
seems almost as free from mechanical 
faults as it is possible to build a 
product of this type. 

Since the hardware merchant is 
mechanically inclined and is already 
familiar with usual heating prob- 
lems, he can readily acquire the nec- 
essary specialized knowledge. Man- 
ufacturers make it a relatively easy 
matter for the merchant, or his ser- 
vice man, to receive special oil 
burner training. [Either factory 
schools are provided, or special in- 
structors are assigned to assist a new 
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dealer with his first few installations. 
Proper installation is said to be 
nine-tenths of the perfect job. If the 
burner is properly installed, service 
is negligible. Such service calls that 
are necessary, are occasioned by the 
need for cleaning the burner, or for 
adjusting electrical controls, etc. 
The average number of service calls 
ranges from one to three calls per 
burner per season. 


Dealer Discounts 


Dealer discounts range from 40 to 
50 per cent, and as the installed 
prices range from $300 to $700, a 
large volume on a very satisfactory 
margin is possible. On L. C. L. ship- 
ments, as well as carload lots, it is 
the custom to ship B/L Sight Draft 
Attached. The variance in discounts 
is usually due to extras allowed on 
quantity purchases. For example, 
one manufacturer allows a discount 
of 40 per cent on L. C. L. shipments, 
and 50 per cent on carload lots. 

Service charges usually range 
from $1.50 to $3.50 per call or per 
hour. In many instances servicing 
is handled on a yearly basis, with the 
charge then ranging from $10 to $25 
per year. As a usual thing, oil burner 
manufacturers have a one-year guar- 
antee on their products, covering 
faulty material or workmanship. 
Some makers have guarantees cover- 
ing a longer period, while others 
allow their dealers to extend a guar- 
antee that will cope with competitive 
situations. 

Metropolitan suburban districts to- 
gether with small towns constitute 
the best market for domestic oil 
burners, This is true because such 
localities are largely populated by 
families owning their own homes. 
Sections where oil is inexpensive and 
coal is costly are also excellent ter- 

(Continued on page 48) 
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FACTS 
About Oil Burner Selling 


REPRESENTATIVE group of thirteen hardware dealer- 
oil burner agents, located in towns and cities from 900 
to 86,000 population, in six different states, furnished 


the information for this article. 


This group has sold 1515 burners at an average price of 
$400, one dealer selling 475 units during the past eight years. 
This was in a city of 37,000 population, but another dealer, 
in a town of 3500, has sold 200 units during the past fifteen 
years, at prices from $320 to $850. 


Dealers who do not conduct plumbing and heating depart- 
ments, as well as those who do, are finding the line profitable. 


Most dealers reporting, operate under the manufacturers’ 
franchise, covering a prescribed territory, and while outside 
selling is carried on, few dealers employ exclusive oil burner 
salesmen. 


One installation and service man is the rule although the 
success of the line occasionally called for more. These men, 
in most cases, were factory trained. 


In the majority of cases the salesmen handled oil burner 
sales as part of their regular jobs. “Time and material charges 
were made on service jobs, except where a one year guarantee 
was offered as a sales inducement. 


Satisfied users were the greatest source prospects, additional 
leads coming from personal calls, store léads, advertising, 
demonstrations, furnace repair work and fuel oil companies. 


This group reported a major portion of its sales either for 
cash or 90 days open account. Where installment sales were 
made, terms range from 10 to 33 1/3 per cent, including the 
usual carrying charges. 


Talking points are: comfort, convenience, cleanliness, con- 
trolled temperature, all at no extra cost. An oil burner in- 
stalled for heating the store is both a demonstration and a 
sales stimulant. 


Investment is reasonable. In general it ranges from $150 to 
$300; the larger investments from $1,000 to $2,500. Invest- 
ment in parts is rarely in excess of $100. Servicing is a minor 
problem, contrasting that of five years ago. 
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Open displays are a feature of 
the Schilling Paint Department, 
in their Franklin Square, Long 
Island, hardware store. Quality 
paint lines comprise this fast 
moving stock 


Schilling Turns Paint 
Three Times a Year 


EA TURING quality paint, 
maintaining friendly relations 


with painters and builders and 
the use of the family living quarters 
to show examples of painted wall 
finishes enables the Schilling Hard- 
ware store, 322 Hempstead Turnpike, 
Franklin Square, Long Island, N. Y., 
to turn over its stock of 1200 gallons 
of paint about three times a year. 
As Franklin Square has a population 
of but 1800, much of the paint must 
be sold in surrounding towns. 

Fred Schilling and his son Henry, 
who takes care of the paint stock, 
always talk quality when discussing 
paint. And they usually sell it at 
its intended resale price. Very few 
customers complain about price. 
When customers have doubts as to 
the advantages of quality paint, for 
an inside job, they are shown finish- 
ing jobs done on the walls of the 
living quarters above. They are told 
how those finishes are made, how 
much paint is required and how 
much it costs. So convincing is this 
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merchandising method that many of 
the kitchens in local homes are fin- 


ished like the Schilling kitchen. Fin- 





Hardware stores doing a successful 

paint business find that the mis- 

sionary work begins at home, so 

they start by giving the store a thor- 

ough freshening up by way of set- 
ting the example. 





ishes in the other rooms of the apart- 
ment are also copied by many local 
homes. 

Mr. Schilling closely watches 
building activities in his section, par- 
ticularly in nearby exclusive Garden 
City with its homes ranging in value 
from $18,000 to $100,000. By his 
friendly relations with painters and 
builders he gets a large share of the 
paint and builders’ hardware con- 
tracts for new homes and these being 
altered in Garden City. 


Sources of Business 


In addition to the paint and build- 
ers’ hardware contracts for private 
homes the store gets similar business 
on new schools and those being al- 
tered or repaired. Realty companies 
provide the names and addresses of 
new residents, who are immediately 
considered as prospects by Mr. Schil- 
ling. In his travels he watches for 
signs of building operations which 
have not been called to his attention. 

The emphasis on quality paint has 
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Helping the customer to visualize 
the brightened home that fresh 
paint will produce is one good way 
to make your paint stock turn. 


so impressed residents in that area 
that those needing paint for summer 
homes, even in distant parts of New 
York state, have the Schillings ship 
paint to them. 

Every other week, excepting dur- 
ing the month of December and the 


first part of January, one of the show 
windows is used for the display of 
paint and allied lines. With a stock 
of 800 gallon cans and a total of 400 
gallons in smaller size containers the 
Schillings keep close track of the col- 
ors most demanded. As a result of 
this study they stock mostly cream, 
yellow, green, brown and _ white 
paints. During the spring they find 
gallon cans moving best while the 
quart size is the best seller the rest 
of the year. Size and color are 
watched very closely in ordering re- 
placements of stock. This fine stock 
of paint is kept along one side of the 
store together with related lines. 


Store Makes Expansion 


In the eleven years the store has 
been in operation it has been neces- 
sary to increase the size of the build- 
ing three times. At present a display 
room 40 by 60 feet with a total depth 
of 115 feet, including the warehouses 
in the back of the building, is used. 
Three men, one woman and a boy on 
a part time basis comprise the staff. 











Control of stocks helps get more 
turnover and therefore a good re- 
turn on the money invested in paint. 
Carry a full line of first grade paint. 


Talking quality paint pays the 
Schilling store very well. 

Intelligent planning and consci- 
entious selling will make the paint 
department in your store more at- 
tractive than it has ever been. 


ATKINSON’S PAINT WINDOW UTILIZES POPULAR SONG AS “THEME” 


Russell A. Atkinson, of Atkinson’s Hardware Store, Brooklyn, N. Y., produced this paint window, making use of the musical 
production, “Three Little Pigs,” as a central point around which to build. 
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The Basie Retail Code 


By CHARLES J. HEALE 
Editor, Hardware Age 


/ WHE basic retail code has been 
in force since Oct. 30, 1933. All 
retailers welcomed the conclu- 

sion of the many-sided discussion 
which delayed, for more than two 
months, the completion of this code. 
Necessarily its final text represents 
a compromise of several basic points. 
But, surely, it is a long step in the 
right direction and provides an in- 
strument, with government approval, 
seeking profitable and more ethical 
retailing. It is too early for conclusive 
decisions based on retailers’ exper- 
iences with the code. It is too new to 
be thoroughly understood and, there- 
fore, it is unfair to make hasty criti- 
cisms with any air of finality. The 
fundamental objectives of the basic 
retail code are well known, and have 
wide-spread approval. At the discre- 
tion of President Roosevelt, modifica- 
tions and supplementary provisions 
are possible. Inequalities and weak- 
nesses will be considered by the 
proper authorities, that just claims for 
changes may be impartially presented 
to the President. 

The working hours are more liberal 
than labor interests originally ap- 
proved. The wage scales are the same 
as approved by retail interests in the 
early negotiations. From the retail 
hardware standpoint, the most satis- 
factory development under NRA is 
the uniformity of retail wages and 
working hours. These provisions re- 
move a long standing, unfair advan- 
tage held by the chain stores, mail or- 
der stores and department stores. The 
low wages paid by some of these com- 
petitors, particularly chain stores, was 
a vital factor in their ability to cut 
consumer prices. The new wage scales 
do not seriously increase hardware 
store payrolls, as reports clearly indi- 
cate that hardware store wages were 
as good or better than the code re- 
quires. The new working hours sched- 
ule does increase hardware payrolls 
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All Retailers Welcome Code’s Completion— 
Is Step in Right Direction—“Interpreta- 
‘tions’ May Overcome Certain Weaknesses— 
Drug Stores Have Supplemental Code 


Giving Them Advantages—Unionization of 


Hardware Clerks Likely 


because of added personnel, but this 
phase of increased cost is the same 
for all retail groups participating in 
the basic code. 

From the hardware standpoint it is 
unfortunate that the druggists have a 
supplementary code permitting 
longer hours without restriction as 
to the nature of activities. Briefly, the 
drug stores may remain open seven 
days a week, or a total of eighty-four 
(84) hr. or more per week, but on no 
day for less than eight (8) hr.; no 
employee of such establishment (ex- 
cept professional persons, outside 
salesmen, outside collectors, guards, 
store detectives, maintenance and out- 
side service employees, executives) 
shall work more than fifty-six (56) 
hr. per week, nor more than ten 
(10) hr. per day, nor more than 
thirteen (13) days in any two con- 
secutive weeks. Registered pharma- 
cists, with assistant and apprentice 
pharmacists are not subject to these 
schedules, and may work “ten (10) 
per cent above maximum hours 
otherwise applicable, or more in 

“cases of emergency.” All in all, 
these special considerations for the 
drug trade mean that the pharmacists 
have considerable leeway in the 
working hours, due to their profes- 
sional services so closely tied up with 
the health of the public. Most of us 
will concede that in their purely pro- 
fessional services relating to sick- 
ness, accidents, etc., there should 
be very flexible regulations. But any- 
one who has ever entered a drug 
store for any purpose knows that 
these same “professional persons” 


spend a great deal of time and effort 
in the merchandising end of the busi- 
ness, which includes the seven-day- 
a-week sale of many lines very for- 
eign to the requirements of the pub- 
lic health. If the extra hours were 
specifically restricted to “profes- 
sional services” instead of for “pro- 
fessional persons” the drug code 
would be more fair to the general in- 
terests of all other retailers. Such a 
change may, possibly, be made later 
on, or it may be effected by State, 
county or city laws, relating to Sun- 
day restrictions such as faced by 
other dealers. 


Fingers in the Pie 


The basic retail code is phrased 
improperly to provide adequate pro- 
tection from price cutting, malicious 
advertising claims and other unfair 
practices. It fails to accomplish many 
of the desirable features sponsored 
by the several national retail organi- 
zations identified in the public code 
hearings last August. But it is not 
the fault of these trade bodies that 
this basic code was subjected to dras- 
tic revisions and irritating delays. 
The labor board, economic council, 
agricultural group and the consum- 
ers’ advisory board all had their fin- 
gers in the pie. The result is that the 
highly important “10 per cent stop- 
loss” clause is out and restrictions 
on advertising are less stringent. In 
place of the stop-loss clause is a 
“loss-limitations” provision and a 
general denunciation of the vicious 
loss-leader policy. There is current 
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hope that these weaknesses may be 
overcome through the “interpreta- 
tions” which must follow the efiorts 
of retailers to comply with the spirit 
and word of the code which is now 
law. 


The One-Man Store 


During the code hearings the one- 
man store (exempt from most of the 
code’s requirements) was the subject 
of much serious consideration. It was 
feared that such stores would take 
advantage of the shortened hours of 
larger establishments, providing un- 
fair competition by staying open 
longer hours. It was generally under- 
stood that this problem would have 
the careful attention of the NRA. 
Certainly, Deputy Administrator A. D. 
Whiteside encouraged this belief and 
convinced the hearing that he appre- 
ciated the situation. The only ap- 
proach to this problem is a limita- 
tion on exemptions. This states that 
in a store employing 20 or less, not 
more than one in five may enjoy the 
unrestricted work week, in an execu- 
tive capacity. This certainly does not 
answer the problem of the one-man 
store nor of the stores employing less 
than five employees. Coincident with 
the signing of the basic retail code 
by President Roosevelt, on Oct. 22, 
came an executive order completely 
exempting from the code’s require- 
ments, all stores in towns of less than 
2500 population, employing less than 
five employees. This places a great 
many retail hardware stores without 
the regulations of the retail code. 

A new development in the retail 
hardware business, under the code, is 
the probable unionization of clerks. 
This will be particularly true in the 
larger cities. Hardware clerks are 
already forming local organizations 
under sub-charters from the Retail 
Clerks’ International Protective As- 
sociation, a constituent affiliate of the 
American Federation of Labor. In 
New York City, a group operating as 
Local 743 claims an enrollment of 
500 hardware clerks, among which 
350 have paid the initiation fee and 
are in good standing. Less specific 
reports come from Chicago, Cleve- 
land and other larger cities. At pres- 
ent, these hardware clerks’ unions 
are “signing up” stores, using the 
NRA code wages and working hours 
as a basis. An active part of their 
program is an effort to bring about 
uniform store hours and.garly clos- 
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ing. This interesting development is 
quite new to the retail hardware field, 
although department store clerks in 
larger cities have been partially or- 
ganized for some time. HARDWARE 
AcE will study the phase of NRA ac- 
tivity and keep its readers informed. 

Watching developments from the 
time of the public hearing up to the 
date of the Presidential signature, the 
impression is gained that retailers 
yielded (or were forced to yield) 
more than their share to effect the 





final compromises of the official code. 
At that, the code is now in force and 
retailers are no longer uneasy be- 
cause of the uncertainty which pre- 
vailed during the long delay period. 
There should be some comfort in the 
well known purposes of the trade 
practice regulations which seek to 
make retailing more profitable. These 
will serve as precedent for more po- 
tent regulations at a later date, after 
some weeks of actual experience are 
available. 





Basie Wholesale Code 
Hearing Nev. 13 


Code Submitted Includes 
40 Hour Week and Mini- 
mum Wages from $12 to 
$14—Applies to all Whole- 
salers Except Grocery and 
Food Distributors — Price 
Differentials Important 
Point in Trade Practices 
Section. 


HE public hearing on the basic 
wholesale code will be held 
Monday, Nov. 13, at the May- 
flower Hotel, Washington, D. -C. 
Deputy NRA Administrator A. D. 
Whiteside will preside. This code will 
apply to all kinds of wholesalers ex- 
cept those distributing groceries and 
food. The tentative code submitted 
jointly by the National Wholesale 
Hardware Association and 12 other 
wholesale bodies includes: a basic 
40 hr. work week; minimum wages 
from $12 to $14; Southern differ- 
ential of $1 less on wages; exempts 
executives receiving $30 or $35 de- 
pending upon population and has 
under trade practices a clause cover- 
ing price differentials to different 
kinds of customers. 

The clause covering price differ- 
entials reads as follows: 

“In any division in which man- 
ufacturers, importers, mills, or other 
primary sellers sell coincidentally to 
several classes of buyers (such as 
wholesalers, retailers,consumers), the 
Divisional Code Authority, subject to 
the approval and with the advice of 
the Administrator, may announce for 
each product or group of products 


distributed by its division, price dif- 
ferentials between the different 
classes of buyers which shall be fair 
and reasonable in relation to the 
nature and extent of the distributing 
services and functions rendered by 
each buying class. Such differentials 
shall include all elements affecting 
the net price, such as discount terms 
and allowances. 

“When such price differentials are 
so established by manufacturers, im- 
porters, mills or other primary sell- 
ers, wholesalers or distributors in the 
division may agree, subject to the 
advice and approval of the Adminis- 
trator, not to purchase from or dis- 
tribute the products of such man- 
ufacturers, importers, mills or other 
primary sellers who do not establish 
and maintain such price differentials. 
Violations of such agreements shall 
constitute unfair trade practices. 

“Nothing in this section shall be 
construed to prevent reasonable and 
fair price djfferentials from being 
allowed on the basis of quantity pur- 
chased, or such other factors as the 
Administrator shall deem proper.” 

The proposed code prohibits as 
“unfair practices”: the false mark- 
ing or branding of merchandise; mis- 
representation or false or misleading 
advertising; commercial bribery; in- 
terference with contractural rela- 
tions; secret rebates; giving of prizes, 
premiums or gifts; defamation; 


threats of litigation; espionage of 
competitors; piracy of trademarks 
and trade names; differentials, and 
such other practices regarded as of 
an unfair nature. 








HELPFUL HINTS 


BY ROBERT PILGRIM 
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PAINT —\T LOOKS BETTER HARDWARE! THE 
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A COMPARISON SUCH AS 
THIS 13 CONVINCING —AND 
STIMULATES SALES 
OF FERTILIZER 
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17% WINDOW AS A 
FRR S “SPECIAL” — 


IFA DELIVERY TRUCK 13 WASHED AND POLISHED,AND 
KEPT CLEAN, IT 13 A GOOD ADVERTISEMENT AS IT RUNS 
ALONG THE STREPT..... MANY TRUCKS WITH WOODEN 
‘BLE FRAMES CAN BE 'TOLICHED LIP EVERY SO OFTEN 
(WITH YOUR OWN PAINTS)....IT IS INCONSISTENT TO SAY "CLEAN TIP 
PAINT UP"AND THEN DELIVER THE PAINT INA TRUCK THAT DOES NOT 


CARRY ODT THE IDEA 
GOSH! NO TOP ON 
THIS ONE! 
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BY HIRING 5 


SMALL BOYS TO MAKE A 
| RVEY OF THE GARBAGE 
CAN SITUATION, A DEPL' 
' IN CALIFORNIA GOTA LINE 
SS EE 
‘REMINDER COUNTER,”.... ONE OR ~~ 
ARE PURPOSELY MISSPELT 10 ATTRACT ATTENTION... CALLED ON ae NEEDING’ GARAGE 
THE COUNTER WAS PAINTED JADE GREEN, WITH gic ti, 
ORANGE AND BLACK LETTERS - 
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Hardware Age will pay $1.00 (on publication) for ideas submitted by readers if used on this page. 
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Lett ers to 


Now Improve Retail 
Activities (NIRA) 


Bancor, Me.—Opportunity knocks— 
Strike while the iron is hot—No time 
like the present—etc., etc. The air is full 
of such axioms, aphorisims and epigrams, 


to the wide awake merchant they should 


mean something. 

Present conditions are unprecedented 
and it is going to require more intensive 
hard work and concentrated effort on the 
part of hardware dealers to get their 
share of the business than ever before. 

What is the use of trying to evade the 
issue, plain facts make it very evident 
that immediate action must be taken if 
the sales curve is to be headed skyward. 

No longer is the machine dominant, 
especially in selling goods, today man- 
power rides on the crest of the wave (if 
not of prosperity at least of ascendancy), 
therefore the store with the most active 
and congenial salesforce, and the best 
kept stock, is the one that is going to get 
the business. 

The wide awake merchant of today must 
be aware of what the public demands, 
not only in merchandise, but in service 
and personnel as well. 

The very foundation of a retail busi- 
ness is builded on the salesforce, one en- 
ergetic, ambitious, courteous, hard-working 
clerk, or salesman, will do more toward 
strengthening the confidence of the firm’s 
clientele and increasing the total sales 
than half a dozen “just clerks.” 

Today there are available more good 
men than ever before and by careful selec- 
tion a start can be made at once to im- 
prove the standard of the salesforce, re- 
member a real salesman is an investment 
who always more than pays his way. 

From appearances there are numerous 
clerks holding down jobs today that know 
how to do everything except wait on a 
customer. 

Let the chain stores have their machine- 
like clerks who stand behind a counter 
and automatically repeat, “twenty cents, 
please,” and “thank you.” Because the 
chains have been able to operate this way 
in the past is no sign they always can, 
and also no reason why the Independent 
dealer should surround himself with a 
group of automatons. 


bho. 


MATL 


Many dealers are unable to discern the 
difference in a clerk and a salesman, why 
not elevate all clerks to their proper 
positions as salesmen and have them 
really sell, not just take orders and wrap 
up goods. 

Give more time to this phase of your 
business and the results will show up on 
the cash register. 

Conduct sales meetings, arouse the in- 
terest of the clerks, add a touch of per- 
sonality and show a keen interest in all 
that is going on. 

It is said, very truly it seems, that “a 
man’s business is a reflection of his own 
ability.” 

So, Mr. Dealer, it’s up to you to set a 
shining example, and to plan and to build 
your own business to suit the needs and 
whims of your: customers, even though 
their demands are not always as you 
would have them. 

Greorce V. GETCHELL, 
Rice & Miller Co. 


Profit Primary Purpose of 
Business and Chain Stores 
Have It Not 


Peoria, Int.—In reading Mr. R. H. 
Roberts’ letter which appeared in the 
August 3, 1933, issued of “HARDWARE 
AGE,” I am reminded of the farmer who 
traded his milch cow for a hundred hens, 
traded hens for a horse, traded the horse 
for a litter of pigs, and then traded the 
pigs for the same old cow. But by that 
time the cow was dry. 

Mr. Roberts in lauding the chain store 
system of selling concentrates his ideas on 
the subject of the volume of business to 
be done, but like the farmer who traded 
the cow, he forgets the element of profit 
which is the primary purpose of conduct- 
ing a business. And it seems to me that 
we have forgotten the profit factor long 
enough. It is time for a reckoning. 

The question before the house is 
whether or not the chain store system of 
selling is a good system. If it is good, 
it should be copied by all independent 
merchants. Mr. Roberts contends that the 
chain store system is good. I contend that 
it is harmful to our economic system, and 
all of the facts seem to be on my side for 


the £kditor 


if the chain system was good, chain stores 
would have shown a profit. Certainly a 
sufficient volume of business was secured 
to bring a return of a profit, but strangely 
chain store balance sheets do not show it. 

During the prosperity period there was 
so much high pressure selling—forcing 
goods upon the buyer before a_ natural 
desire for the goods was built up—that 
there are many today who contend like 
Mr. Roberts, that nothing should be said 
about higher price merchandise. But if 
we, in our selling, say nothing at all about 
the better quality of better goods, we can 
only sell when we have the lowest price, 
and nine times out of ten we will not 
have the needed price advantage. In 
nine cases out of ten also the customer 
will buy something that he doesn’t want, 
but only thinks he wants. 

Let’s take the situation of the 25 cent 
hammer as related by Mr. Roberts. Assum- 
ing that a customer wants a hammer, and 
comes into the store for it, he will buy 
the cheapest hammer in the store if the 
dealer says nothing at all about the better 
kind. But that cheap hammer might be 
the very thing that the customer doesn’t 
want, for if he intends to do considerable 
hammering, he won't get his money’s 
worth out of the cheap hammer. Obvious- 
ly, the thing to do is to find out what the 
customer’s situation really is, and if he 
is going to subject the article to hard 
usage, or desires long life, then, in the 
interest of the customer, the dealer should 
endeavor to sell him the higher priced 
commodity to” the added profit of the 
dealer. 

It is the dealer’s job, as I see it, to 
sell the customer what he NEEDS not 
what he thinks he wants. After all is 
said, a dealer is nothing more or less than 
the purchasing agent for his community, 
and if he furnishes his clientele with 
shoddy merchandise simply to satisfy the 
desire of his trade to keep down initial 
expense, he betrays the trust that his 
customers repose in him. All of which 
means that it isn’t “about time that re- 
tailers stopped telling the consumers what 
they ought to buy,” as Mr. Roberts asserts. 

System. I have heard so much about 
system during the past three years that I 
am weary of listening, for all of the sys- 

(Continued on page 50) 


(Letters from readers on “An Extra 10%” Editorial, page 60) 
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The Autumn is 
the window 
trimmer’s friend, 
lending color to 
displays. Here 


are 


Miore 


F all seasons, the fall offers the 
QO hardware window trimmer the 
most attractive opportunities 
for doing an effective window job. 
Autumn colors, corn shocks, guns, 


sporting goods, cutlery—the whole 
range of hardware stock is calling for 




















its place in the window display. It 
is simple enough to make a good dis- 
play at this time, but, equipped with 
the HarpwareE AGE interchangeable 
window display fixtures, it is easy to 
install a display having extra attrac- 
tiveness and in keeping with the mod- 


Kennedy Hardware Co., Minneapolis, Minn. 
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A Series A Arrangement 


ern trend in the window trimming 
craft. 

As has been repeatedly mentioned 
in this department, the instructions 
for building your own units of these 
fixtures are available for the asking. 
These instructions give the measure- 
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Seasonal Windows [f° 
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4 Series B Arrangement 


vs for Hardware Stores 





ments of the units and list the mate- 
rials needed. 

The colors suitable for displays 
suggested here are red, brown, black 
and buff. These colors will lend a 
fine warmth to the displays. In the 
Thanksgiving window, the poster 
would look well if done on a coffee 
color paper and the lettering in red. 
while the dark space around. the 
turkey could be black. This will give 
a striking contrast. The bright mer- 
chandise on the boxes will lend life 
and sparkle to the display. which 
needs no further description. The 
picture tells the story. 

Local school or college colors will 
dictate the color scheme for the sport- 
ing goods window. The series A ar- 
rangement shown on the opposite 
page is an easily installed window if 
you have the units made. If your win- 
dow is somewhat narrow you can dis- 
pense with the two rugs at either 
side. 

The photograph of the window on 
the opposite page comes from the 
Kennedy Hardware. Minneapolis, 
and is a good example of treatment 
for a wide window. In this window 
the framed picture of the bird dogs. 
together with some corn stalks. com- 


prise the decoration. This gives a 
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sufficient background while giving 
the merchandise its rightful amount 
of attention. 

The smaller window on this page 
was used by E. F. Chambers & Sons, 
Lebanon, Ind. This is another win- 
dow in which the autumn leaf deco- 
ration has not been overdone. The 


E. F. Chambers & Sons, Lebanon, Ind. 


This arrangement of Series B fixtures 
is used in the window at the left 
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suggestion of the hunters cabin is 
always sure fire interest for the man 
on the street and the remainder of the 
display is skilfully as well as ar- 
tistically handled. 

The next issue of HARDWARE AGE 
will present display ideas for the 
Christmas season. Watch for the 
Nov. 23 issue, but, in the meantime, 
if you have not already made your 
interchangeable display fixtures. send 
for an instruction sheet and have 
them ready for the Christmas window 
displays. They will help you to dress 
a window in jig time. You will be 
proud of the display too. 











Retail Hardware Ads 







Do You Remember... 


What 
Happened 
Last Winter ? 


Will your home become 3 menace 
to your comfort instead of the 
snug harbor you want it to be? 
Will leaking roofs, falling plaster, 
neglected paintwork threaten your 
enjoyment and peace of mind? Not 
if you take advantage of low prices 





hembiber You Hunted... 


for tools, after stubbing your toe uve: cracked boards in the 
efitry? How you hunted for a lock to replace one broken? 
The cost of these quality tools is so low it will pay you to get 
a complete kit—before the price rises. 


Vanadium ao Nail Hammer, » Ring Latch, has no spring to 


— polish 


from 60¢ to ........+.. 





get out of order. Priced 25¢ 


now and prepare for winter. 


Z 


How Proud... 


You were of your house when 
Mary and you first moved in? 
How proud you were of the 
kitchen floor or painted last 
year? Think, then, of how 
much enjoyment another coat 
of paint inside and outside the 
house will give now. 





Use low-cost Du Pont 


a made Bell Face Adze Rim Locks, with por- 60c 

ee... ae | Morne leek Sosa, finished in INTERIOR 

Siaciez Jit Breen, bactuoet | Sor, ot coch.....7.. 60C GLOSS 

BREED cocccccceces . Storm Sash Buttons. 10 At a triffing cost you 
le Hy Disston Saw, | Set of 4, per card..... Cc can restore any room 





Paine es | ~_ 
ne jong. 


| Sash Adjusters. Keeps 
Choice ot teeth. ea. 


the sash in shape. Pr. 10c 











PABCO STANDARD GRADE aes 
Light, per square . 2 
Medium, per square. 
Heavy, per square... 
PABCO PARAMO 
Light, per square.... 
Medium, per square. . 
Heavy, per square.........+++++ 


RAINTITE PABCO HYDROS 
ROOF COATING | ROOF CEMENT 
1-galion can, 75¢ 







5-gallon can, each an 























Gallon $3.25 
Lmabher the night... NEW VALDURA 
the ominous drip-drip -< mates from the leak in the roof ALUMINUM ee 
8 Ex as poet aes cae bee ae Se BEE s+ossossenne 
PABCO DUPLEX COATED ROOFING ion. ee 3.65 
Medium, per square SEE pisconhenti’ 1.30 
GUNN, oc cccscctetoecaen b 
Suen ees. gar sunane cinenmieelie 4.55 BR terest teenes B5¢ 
DURABLE DU PONT 


PREPARED PAINTS 





° I-gallon can, each «..- 98 When you use Du Pont you are assured 
5-gallon can, gallon can, each . 50 _ maximam value one 
seccccecese $2.80 Ha can,each..... 30 of guiting the “= 





manence 8 Soe and coves capes. 








MONTANA HARDWARE 


Department of the Anaconda Copper Mining Company 
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An unusual treatment of the fall repairing problem 


By J. A. WARREN 


Associate Editor, Hardware Age 


stronger pull than the regular 

run of advertising. As a rule 
its effect is felt well into the month 
of February. People read advertise- 
ments more carefully and frequently 
during the Christmas season because 
they are looking for suggestions for 
gifts, and the ad that is well arranged 
to supply suggestions will make its 
effect felt over a longer period. 

It is easier to get up a Christmas 
ad, too. So many hardware items 
are suitable as gifts that selection 
becomes an easy matter. But even 
so, the hardware advertiser should 
have a complete range of informa- 
tion about the type of customer he 
is appealing to—his or her buying 
ability—so that he may make his 
Christmas trade as profitable as pos- 
sible and not merely adding a lot of 
work during the long store hours of 
the Christmas season. 

Certain lines, like sporting goods, 
may not be an outstanding feature of 
your stock during the balance of the 
year, although you may carry some 
of them. The holiday and gift sea- 
son would be a good time to augment 
these lines which show a satisfactory 
profit margin. China and glassware, 
electrical appliances and such lines 
are among those that may be pushed 
during the Christmas season. Cut- 
lery, always a year round profit line, 
may be stepped up tremendously 
during the holiday season beginning 
before Thanksgiving and lasting well 
into the New Year. 

The things to do in preparation for 
your Christmas advertising are: (1) 
Make a list of the items of stock you 
intend to move during this holiday 
time, so as to have it on hand, not 
only for making up your ads but also 
in displaying and selling. 

(2) Make up some rough layout 
ideas, so’ that no time will be lost 
and the printer will be able to give 


(Uy ssonee advertising has a 
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you quick results. Mark the places 
for items and cuts, and put the store’s 
signature at the foot of the ad. Mark 
the dates on these layout dummies on 
which you plan to publish. 

(3) Jot down, on a sheet of paper, 
some catchy headings and captions 
for the various divisions of the ad. 
This will save time and discourage- 
ment when, in a hurry, you wish to 
send the copy to the printer. A good 
heading for an ad at Christmas time 
would be “Shop, Look and List.” 

(4) Collect suitable cuts and paste 
them on your dummies in such a way 
as to distribute them about pleasingly. 
Then arrange your descriptive matter 
around them. Be sure, however, to 
have the descriptive matter adjoining 
the illustration of the item near 
enough for easy identification. 

(5) Time your ads to coincide with 
your best business days, because the 
natural store traffic will, when com- 
bined with an advertising appeal, be 
a good prestige builder. 

(6) Set aside the amount you can 
spend for advertising and then see 
that-you use space regularly. It is 
by regular and intelligent advertis- 
ing that you can really make adver- 
tising pay. Advertising does not 
always pay the advertiser—only 
when properly done. You can do it 
properly if you will give it a reason- 
able amount of thought. 

There will be many other stores 
advertising during the Christmas sea- 
son, but the stores that do the best 
advertising jobs are likely to be the 
best patronized. 

Make an effort to have new and 
up-to-date illustrations for the holi- 
day advertising. Do not use that old 
and battered cut of Santa Claus. Get 
a new and different one. It will 
more than pay you. See that the 
illustrations of the items offered 
accurately picture the merchandise. 

If you have not been advertising 
your store, start with this season, and 
if you have been doing so, increase 
your space. Do a better and bigger 
job than ever. You can safely 
double your space at this particular 
season. If there is one time of the 
year when carefully prepared de- 
scriptions are necessary, it is now. 


This is how the Albany Hardware & 
Iron Co. announced their Christmas 
campaign. 3 cols. wide. 
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Here’s Santa’s First Letter 


To Albany Boys and Girls 


Santa Claus has sent us his first letter of the year from his home at. 
the North Pole, and has promised one each week until December 
first. He has asked us to publish them so that all his boys and girls 
will know what the jolly old fellow has been up to since he was here 


last year. 
We Have a Free Christmas Present 
for Every Boy and Girl 


Read Santa Claus’ letters—Watch for them each Sunday— 
cut them-out and bring them to our Toy Department dur- 
ing the week of December Ist to 6th and get your first 
Ciristmas present from us FREE. Here’s Santa's first letter’ 
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The entire second floor of the large State street store is devoted to 
an exceptionally fine display of Santa’s toys, including the newest 
developments of indoor and outdoor pleasures for children of all 
ages. The Albany Hardware & Iron Co. cordially invites every- 
body to visit their famous Toyland 


Albany Hardware & Iron Co. 


39-43 State Street Phone 4-3154 
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WO issues ago, | promised to 

investigate the rumored organi- 

zation of a hardware clerks 
union under an A.F.L. charter. The 
present plan includes Metropolitan 
district clubs working under a sub- 
charter of the Retail Clerks Inter- 
national Protective Association, a di- 
rect constituent affiliate of the Ameri- 
can Federation of Labor. After the 
larger cities and surrounding areas 
have been organized, it is planned to 
augment the membership by forming 
sub-clubs in the smaller cities. It is 
doubtful if the program can be 
carried into the very small towns and 
villages. The most active hardware 
clerks union is Local 743, New York 
City, of which Louis and Edward 
Halprin are president and secretary, 
respectively. They with Sol Metal, as 
business agent and Jack Graue as 
chairman of the executive board have 
done the preliminary work. A total of 
500 clerks are reported as enrolled, 
among which 350 have paid initia- 
tion fee of $3 each and are in good 
standing. Dues are $1 per month. 
Specific details about clerks organi- 
zations in other larger cities will be 
available later. 

— HA —— 

The Brothers Halprin express an 
idealistic interest, and only that in 
the formation of Local 743 and state 
they receive no income for their ef- 
forts. When the Local is well or- 
ganized, Louis returns to the build- 
ers hardware business and Edward 
goes back to law school according to 
their statements. Owners of retail 
hardware stores are being asked to 
sign up with Local 743, which at 
present requires wages and hours as 
set forth in the NRA General Re- 
tail Code. (See H. A. Oct. 26). Stores 
which sign up will be given a de- 
calcomania as evidence of the affilia- 
tion. A major objective at present 
say Messrs. Halprin is uniform clos- 
ing hours and the curtailment of 
price cutting tactics. It is the belief 
of these organizers, that mechanics 
and their families, having other 
\.F.L. affiliation will give preference 
tu the “union operated” stores. 
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By CHARLES J. HEALE 


Editor, Hardware Age 


ISCUSSING the subject with 

Messrs. Halprin. | suggested 
that one man stores without any em- 
ployees presented an obstacle in their 
announced work, particularly as to 
uniform store hours and the elimina- 
tion of price-cutting. They believe 
that proper pressure can be placed 
on these smaller stores by the deliv- 
ery men’s union who “might” refuse 
to make deliveries unless such stores 
observed the conditions of the clerks 
union. Such methods have been em- 
ployed in other fields, and were hard- 
ware clerks well organized in an ap- 
proved A.F.L. Local. there is really 
no telling just how far their control 
would reach. Store owners will wel- 
come uniform store hours and efforts 
to curb price cutting, but may not 
welcome the threat of union control 
to the point where their own deliv- 
eries might be stopped. A few hard- 
ware stores in New York City are 
reported as “signed up” and several 
others are considered good prospects. 
I believe the local hardware associa- 
tions plan to invite Messrs. Halprin 
to their November meetings to ex- 
plain Local 743 and perhaps from 
such a meeting some equitable com- 
mon ground may develop. 
HA—— 





The Chain Store industry has been 
subjected to a series of investigations 
conducted by the Federal Trade Com- 
mission. Information on profits, op- 
erating costs and methods, price ad- 
vantages, price cutting and the in- 
crease in stores per chain are some of 
the details being studied. Conclusions 
reached by the Commission should be 
available in a few days and will make 
interesting reading for the hardware 
trade. Coming so close to the NRA 
basic retail code activity, there may 
be more than the usual significance to 
this government study. The national 
chain store association has been dis- 
banded but, of course, may spring up 


urselves 


again at an early date. The basic code 
for retailers increases the wages paid 
chain store help to a greater extent 
than the increase in wages effects the 
retail hardware trade. This was made 
quite clear during the public hear- 
ings on the retail code last August. 
Dr. Paul Nystrom representing a mis- 
cellaneous group of important chain 
store operators estimated that more 
than 75 per cent of all chain store 
employees received less than the $10 
minimum under discussion. As soon 
as complete facts on the Federal 
Trade Commission’s chain — store 
studies are available the story will be 
told in HARDWARE AGE. 
CPFHE much delayed retail code has 
been signed by The President. 
The basic wholesale code is due for 
public hearing on Monday. Nov. 13. 
It is important that the latter be com- 
pleted as soon as possible and every 
effort should be made to facilitate its 
completion. The proposed code of the 
Fabricated Metal Products Federa- 
tion, practically a basic hardware 
manufacturer’s code, also merits and 
requires final action. Then will come 
the several supplemental codes for 
industry groups within the Federa- 
tion. The wholesalers and manufac- 
turers are themselves making every 
effort to speed up code action, just as 
the retailers did. Not until all three 
factors, the retailers, wholesalers and 
manufacturers have official codes, can 
any real benefit from NRA be ex- 
pected in the hardware trade. During 
the recent Chicago convention the 
manufacturers went on record 
strongly urging speed on their basic 
and supplemental codes realizing the 
importance of early final action. The 
resolution covering this point was 
published in the Oct. 26 issue of 
HarRDWARE AGE on page 54 and 
should be read again by every man- 
ufacturer. Letters and telegrams to 
The President and to General John- 
son urging early action on both 
wholesale and manufacturing codes 
would help the cause along, par- 
ticularly if such messages came from 
all factors of the industry. 
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Convention Calendar 


Week of Jan. 8, 1934 


NATIONAL House FurnisHinG Manufacturers’ Association 
Seventh Annual Show, Stevens Hotel, Chicago, IIl., 
Jan. 8 to 13 inclusive. 1934. Warren Edwards, secre- 
lary, 228 \. La Salle St., Chicago, Ill. 


Week of Jan. 14, 1934 


VounTaAIn States Hardware and Implement Association 
Annual Convention. Cosmopolitan Hotel, Denver, 
Colo., Jan. 15 to 17 inclusive, 1934. John T. Bartlett. 
secretary, 2005 Mapleton Ave., Boulder, Colo. 


WesTERN Retail Implement and Hardware Association 
Forty-fifth Annual Convention and Hardware Show, 
Kansas City, Mo., Jan. 16 to 18 inclusive, 1934. Head- 
quarters: Hotel Baltimore. Business sessions: Ararat 
Temple. Hardware show: Convention Hall. Herbert 
J. Hodge, secretary, Abilene, Kan. 


West VircintA Hardware Association Annual Conven- 
tion, Waldo Hotel, Clarksburg, W. Va., Jan. 16 and 
17, 1934. H. B. Clower, secretary, Box 127, Oak Hill, 
W. Va. 


Week of Jan. 21, 1934 

Texas Hardware and Implement Association Thirty-sixth 
Annual Convention and Exhibit, Baker Hotel, Dallas, 
Tex., Jan. 23 to 25 inclusive, 1934. Dan Scoates, sec- 
retary, College Station, Tex. 

Minnesota Retail Hardware Association Thirty-eighth An- 
nual Convention and Exhibit, Municipal Auditorium, 
Minneapolis, Min., Jan. 23 to 26 inclusive, 1934. C. J. 
Christopher, manager, Nicollett at 24th Sts., Minne- 


apolis, Minn. 


Kentucky Hardware and Implement Association Annual 
Convention and Exhibit, Seelbach Hotel, Louisville, 
Ky., Jan. 23 to 25 inclusive, 1934. J. M. Stone, sec- 
retary, Room 9, Seelbach Hotel, Louisville, Ky. 


Week of Jan. 28, 1934 


SoutH Dakota Retail Hardware Association Twenty- 


ninth Annual Convention and Exhibit and joint meet- 


ing with State Implement Assn., Coliseum, Sioux Falls, 


S. D., Jan. 30 to Feb. 1 inclusive, 1934. C. J. Chris- 


topher, manager, Nicollett at 24th Sts., Minneapolis, 


Minn. 


OKLAHOMA Hardware and Implement Association Thirty- 
first Annual Convention and Exhibit, Masonic Shrine 


Temple, Oklahoma City, Okla., Jan. 30 to Feb. 1 in- 
clusive, 1934. Charles F. Nelson, secretary, 301 Key 
Bldg., Oklahoma City, Okla. 

InpIANA Retail Hardware Association Annual Convention 
and Exhibit, hotel headquarters and place of exhibit 
to be announced later. Indianapolis, Ind., Jan. 30 to 
Feb. 2 inclusive, 1934. G. F. Sheely, managing di- 
rector, 915 Meyer-Kiser Bank Bldg., Indianapolis, Ind. 


Week of Feb. 4, 1934 


NEBRASKA Retail Hardware Association Thirty-third An- 
nual Convention and Exhibit, Fontennelle Hotel. 
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Omaha, Neb., Feb. 6 to 8 inclusive, 1934. George H. 
Dietz, secretary, 414 Little Bldg., Lincoln, Neb. 

Iutinots Retail Hardware Association Thirty-seventh An- 
nual Convention and Exhibit, State Arensal, Spring- 
field, IIL, Feb. 5 to 8 inclusive, 1934. Paul Mulliken, 
managing director, 1141 Merchandise Mart, Chicago, 
Ill. 

Wisconsin Retail Hardware Association Thirty-eighth An- 
nual Convention and Exhibit, Auditorium, Milwaukee, 
Wis., Feb. 6 to 9 inclusive. George W. Kornely, ex- 
hibit manager, 3374 N. Green Bay Ave., Milwaukee, 
Wis. H. A. Lewis, acting secretary, Stevens Point, Wis. 


Week of Feb. 11, 1934 

NortH Dakota Retail Hardware Association Annual Con- 
vention and Exhibit, Feb. 13 to 15 inclusive, 1934. 
Convention city, hotel headquarters and place of ex- 
hibit will be announced later... Louise J. Thompson, 
secretary, Grand Forks, N. D. 

MicuHicAN Retail Hardware Association Annual Conven- 
tion and Exhibit, Statler Hotel, Detroit, Mich., Feb. 
13 to 16 inclusive, 1934. Harold W. Bervig, secretary, 
1112 Capital Bank Tower, Lansing, Mich. 

lowa Retail Hardware Association Thirty-sixth Annual 
Convention and Exhibit. Sessions: Hotel Savery. Ex- 
hibit: Coliseum, Des Moines, lowa. Philip R. Jacob- 
son, secretary, Mason City, Iowa. 

CALIFORNIA Retail Hardware and Implement Association 
Thirty-third Annual Convention and Exhibit, Hotel 
Whitcomb, San Francisco, Cal., Feb. 13 to 15 inclu- 
sive, 1934. LeRoy Smith, manager, 417 Market St., 
San Francisco, Cal. 


Week of Feb. 18, 1934 


SOUTHERN CALIFORNIA Retail Hardware Association Con- 
venton and Exhibit, Shrine Civic Auditorium, Los An- 
geles, Cal., Feb. 19 to 21 inclusive. 1934. J. V. Guil- 
foyle, secretary, 230 Chamber of Commerce Bldg., Los 
Angeles, Cal. 

Ou1o Hardware Association Fortieth Annual Convention 
and Exhibit. Sessions: Deshler-Wallick Hotel. Ex- 
hibit: Memorial Hall, Columbus, Ohio, Feb. 20 to 23 
inclusive, 1934. John B. Conklin, secretary, 175 S. 
High St., Columbus, Ohio. , 

Missourt Retail Hardware Association Convention and 
Exhibit, Hotel Jefferson, St. Louis, Mo.. Feb. 20 to 22 
inclusive, 1934. F. X. Becherer, secretary, 5106 N. 
Broadway, St. Louis, Mo. 


Week of Feb. 25, 1934 


PENNSYLVANIA AND ATLANTIC SEABOARD Hardware Asso- 
ciation Convention and Exhibit, Wm. Penn Hotel. Pitts- 
burgh, Pa., Feb. 27 to March 2 inclusive, 1934. W. 
Glenn Pearce, managing director, Wesley Bldg.. 17th 


and Arch Sts.. Philadelphia, Pa. 
Week of June 3, 1934 


MisstssippPt Retail Hardware and Implement Association 
Annual Convention and Exhibit, White House Hotel, 
Biloxi, Miss., June 4 to 6 inclusive, 1934. John F. Jen- 
nings, secretary, Box 846, Jackson. Miss. 
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FOLEY TALKS ON CODE TO MANHATTAN ASS'N. 





John B. Foley, secretary, New 
York State Retail Hardware As- 
sociation, addressed the October 
24 meeting of the Manhattan & 
Bronx Hardware & Supply Deal- 
ers Association, held at the 
Yorkville Chamber of Commerce, 
169 E. 86th St., New York City. 
Mr. Foley discussed the NRA 
retailers code and its effect upon 





B. FOLEY 


JOHN 


the average merchant. Harp- 
ware AcE and other hardware 
publications were complimented 
on the work being done in con- 
nection with reporting on the 
activities of the NRA as relating 


to the hardware trade. I. H. 
Simpson spoke on the advan- 
tages of establishing uniform 


closing hours. 

Forty-six members and guests 
attended the meeting which was 
presided over by President Jean 
W. Blair. 


BUTLER BROS. MAKES 
PERSONNEL CHANGES 


Recently John A. Dieber be- 
came manager of the Minneap- 
olis, Minn., branch of Butler 
Bros., succeeding Barclay W. 
Cunningham, who assumed 
charge of the St. Louis, Mo., 
branch. C. H. Armstrong and 
John C. Lewis became assistant 
manager and sales manager, re- 
spectively, of the Minneapolis 
branch at the same time. 

Mr. Dieber has spent his en- 
tire business career in the mer- 
cantile business, 
eral store, later in department 
stores and then with G. Som- 
mers & Co., St. Paul, Minn., with 


whom he remained 23 years. He 
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| president, 


has been with Butler Bros. since 
1930. Mr. Armstrong has been 
with the firm since 1909 in vari- 
ous capacities. Mr. Lewis was 
for years active in sales analysis. 





N. ALABAMA DEALERS 
FORM NEW GROUP 


The Retail Hardware Associ- 
ation of North Alabama was re- 
cently formed. Wm. Wren 
president, C. W. Spradley is 
vice president and J. H. Crowe 
is secretary and treasurer. Head- 
quarters of the association are 
located at 1110 Sth Ave. No., 
Birmingham, Ala. Meetings will 
be held twice a month at the 
Tutwiler Hotel, Birmingham. 


is 


DAHLMAN ‘RESIGNS FROM | 
BUTLER BROTHERS 


George F. Dahlman, buyer of 
aluminum, enamel, tin and gal- 
vanized ware for the seven But- 
ler houses, as well as their chain 
of retail stores, has resigned his 
position. He had been with the 
organization continuously for 39 
years. His plans were to take 
a much needed rest in Florida or 
California for the winter, but 
Mrs. Dahlman became seriously 
ill and is now in the hospital. 


Mr. Dahlman makes his home 
at 405 Meacham Ave., Park 
Ridge, Ill. 


SAN FRANCISCO ASSN. 
ADDRESSED BY SMITH 
Le Roy Smith, secretary, Cali- 
fornia Retail Implement & Hard- 
ware Association, addressed tlie 
October 19 meeting of the San 
Francisco Retail Hardware & 
Housewares Association held at 
the Stewart Hotel, San Francisco, 
on the subject of the California 
retail sales tax and the NRA 
code for retailers. 
President George Babin 
sided at the meeting. 


pre- 





Cc. J. GRAHAM JOINS 
PRESSED STEEL CAR 
Charles J. Graham, 
Bolt, 


Manufacturers 


former 
Nut & Rivet 


Association, has 


| become special representative for 


first in a gen- | 


the Pressed Steel Car Co., with 
headquarters in the company’s 
offices in the Grant Bldg., Pitts- 
burgh, Pa. He was formerly vice 
president of the Graham Bolt & 
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Nut Co., Pittsburgh, which be- 
came a part of the Pittsburgh} MOVES PLANT, OFFICES Ol 
Screw & Bolt Corp., Pittsburgh, The G 1 Hard C 
in 1929. His new duties will be ene Seer we 
largely in connection with rail- Milwaukee, Wis., has completed 
dl saaillen an extensive reorganization, in- 
’ cluding the establishment of new 
itll management and new _ trade Exh 
LOUIS J. HAAS HEADS || policies. All established lines . t 
HARDWARE BOOSTERS | are being augmented and new - 
merchandise has _ been _intro- 
duced. Th 
The entire offices and factory burn 
have been moved to larger quar- hibit: 
ters at 3530 W. Pierce St., Mil- phia, 
waukee, Wis., which has more at th 
than doubled the floor acreage hall | 
occupied at the former quarters. while 
In addition to grinders, grinding lin 1 
wheels and clamp vises the com- quar’ 
pany manufactures housefurnish- : meet 
ing items and other domestic quart 
specialties. can | 
— Mad: 
CONKLIN ADDRESSES held 
LUCAS COUNTY CLUB her 
J. B. Conklin, secretary, Ohio pe 
Hardware Association, was one a d 
LOUIS J. HAAS of the speakers at the recent E. A 
oe meeting of the Lucas County Cor 
Louis J. Haas, W. C. Heller & | Retail Hardware Club, held at oa 
Co., succeeded John H. Tracy, | the Commodore Perry Hotel, To- Hirsc 
Rawlplug Co., Inc., as president ledo, Ohio, at which time he ke were 
; discussed the “NRA Retail ' 
of the Hardware Boosters at the a i recto 
, : Code.” George R. Hoffman gave ; Mc 
October 28 meeting held at the | a, address on the subject, “Co- 3 Phe 
Hardware Club, 253 Broadway, | operative Retail Advertising as fr taney 
New York City. E. R. Sandiford, | Practiced in Cleveland.” The k snaline 
HarpwareE AGE, was elected vice | commmittee on co-operative ad- : om 
president while Oscar E. Watts, | vertising was instructed to in- i of th 
E. C. Atkins & Co., Inc., was | vestigate further and prepare a ‘ a 
named secretary. Albert West. | definite plan including the cost aia 
phal, Corbin Screw Corp., was | of such a plan for submitting poli 
reelected treasurer of the|to the November 1 meeting of ery: 
Boosters. the organization. to th 
The organization voted unani-} Forty retail hardware dealers Auth 
mously to continue holding its} and salesmen were present at des a 
meetings on the last Saturday of | the meeting which was presided Madi 
the month. over by R. A. Chandler, Sylvania. 
=—_—=— ¢ 
eines Dealers Discuss NRA, Taxes = 
Eighty-one members and | meeting, as did Jean Blair, pres- -.. 
guests attended the recent| ident of the Manhattan and its ¢ 
meeting of the Brooklyn Hard- Bronx ssseciation. , rem 
ti Following the meeting, refresh- Canes 
ware Association held at th€| ments were served and a tour po 
store of R. J. Atkinson, 4 Ralph | was made of the store, under City 
Ave., Brooklyn, N. Y., with |the direction of Mr. Atkinson office 
President Thomas A. Grogan | and his sales force. air @ 
presiding. The cotton tax, sales| The November 10th meeting of tric x 
tax and the NRA and uniform | the association will be held at lanti 
closing hours were some of the|the Johnson Bldg., Brooklyn, lamp 
topics discussed. Frederick Pfei- | N. Y., at which time J. J. Ross, depar 
fer and Herman I. Sorenson, | Federal Hardware & Implement ment 
past presidents of the Hardware | Insurance Co., will discuss fire head 
Square Club, addressed the | insurance. 120 ] 
HARDWARE AGE | NON 
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co. 
ES OIL BURNER ASSOCIATION TO MEET 
_ . 
‘ IN PHILADELPHIA MARCH 5-9 
, in- 
new ® 
wade Exhibition, Convention : 
pone at Commercial Museum Ty | 
new e he of 2 
ntro- « ~ 4 
The eleventh national oil bs serica’ Chosen Ammunition 
story burner show, including live ex- 
juar- hibits, will be held in Philadel- 
Mil- phia, Pa., March 5 to 9 inclusive, oy HARDWAR 
more at the exhibition and convention C Urlios : t j es 
eage hall of the Commercial Museum, by By AORTAT PILEATAN 7 
ters. while the Hotel Benjamin Frank- a ex 
ding lin will be official hotel head- f Sy " 
com- quarters. The date and place of <= 
nish- meeting was fixed at the regular ¢: 1} Le 
estic quarterly meeting of the Ameri- — 
can Oil Burner Association, 342 Voir 2 
Madison Ave., New York City, GETS mS was Faw rp | Se 
S held in Washington, D. C., Octo- ry 
3 ber 10. The A.O.B.A. constitu- 
; tion was amended at the board 
Ohio meeting increasing the number 
= of directorships from 18 to 21. 
a E. A. Halblieb, Delco Appliance 
unty Corp.; A. J. Fleischmann, May 
d at Oil Burner Corp., and J. H. 
, To- Hirsch, Automatic Burner Corp.,- 
1 he were elected to fill the new di- 
etail rectorships. 
a Morgan J. Hammers, presi- < ne ‘ ~ 
, a dent, A.O.B.A., and vice-presi- Missouri Hardware Man Shows Em 
The ee er oe How to Utilize Curiosities Cartoon 
» ad- Bais , ; ————EEE 
» in- — er ees —— Tom Witten, Jr., of the Wit- After laying out the sketches 
re a ran pe acadenr <n jhe = od ten Hardware Co., Trenton, Mo., | with chalk, common show card 
a granted an indefinite leave of ab-| ™akes it a practice to enlarge apne ane ee _ a 
a sence from his company in order | the “Hardware Curiosities” page used y omy , j sige eet 
g of that he may devote his full time | appearing regularly in Harp- an pt ona per agi are 
to the organization of the Code} WARE Ace. He finds that this off ie ns dion pe ee “ is 
gee Authority. He will be located at | makes the store more interesting desired “The colors, used = the 
: the office of the Authority, 342 | to patrons. P ‘ plea 
_— Madison Ave., New York City. | The enlargements appear on | °nlargement, cae gh 
— the glass door of a wall display oon of the your. Cost eaten, 
case near the store’s main en- such paca scape blue, etc., are 
cmt GENERAL ELECTRIC : used in the summer, and warm 
trance. The door of this case , h ih ak & 
S MOVES N. Y. OFFICES is approximately four feet square and tl oy Pegg nag a 
The General Electric Co.,] and the enlargement utilizes the - aoe, Se Cae Gener. 
pres- Schenectady, N. Y., and four of | entire door. The back of the 
and its potest companies have | glass door was first painted with G. H. CORLISS JOINS 
removed their New York City of- | white show-card paint to pro- LEWIS-SHEPARD CO. 
resh- fices to the General Electric Bldg., | vide a suitable background. George H. Corliss has been ap- 
tour 570 Lexington Ave., New York In painting the enlargement, | pointed sales promotion and ad- 
nder City. Included are the executive | the sketches are first laid out | vertising manager, to merchan- 
inson offices, New York district office, | with carpenters’ chalk free-hand, | dise the warehouse and factory 
air conditioning department, elec- | by following the lines of Mr. | material handling equipment of 
ng of tric refrigeration department, At- | Pilgrim’s original drawing. It | the Lewis-Shepard Co., Boston, 
d at lantic division of the incandescent | can, of course, be drawn by the | Mass. The past three years he 
klyn, lamp department, merchandise | “square method” that has fre- | was in the Middle West with the 
Ross, department, and plastics depart- | quently been explained in Harp-| J. A. Fay & Egan Co., Cincin- 
ment ment of the company. New York | ware AcE, which would insure | nati, Ohio, Kewaunee Mfg. Co., 
) fire headquarters were formerly at| an even more faithful reproduc- | Kewaunee, Wis., after leaving the 
120 Broadway. tion. S. A. Woods Machine Co. 
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| DISCUSSES PLANS FOR 
HOUSE FURNISHINGS 
SHOW 

A program to improve the Na- 
tional House Furnishing Exhibit 
that will make it of greater value 
to both manufacturer and mer- 
chant was approved at a recent 
meeting of the advisory commit- 
tee from the National House Fur- 
nishing Buyers Club, and the di- 
rectors of the exhibit. As an- 
nounced in the October 12 issue 
of Harpware AGE the seventh an- 
nual house furnishing exhibit will 
be held at the Stevens Hotel, Chi- 
cago, Ill., Jan. 8 to 13. The direc- 
tory of exhibits this year will be 
enlarged and improved to enable 
the buyer to more easily locate 
the lines he wished to see. 

The Buyers Club Banquet will 
be the important social event of 
the gathering, with new features 
of entertainment and dance fol- 
lowing the banquet. Only one 
other evening will be devoted to 
pleasure, the Stag Dinner and 
entertainment for the buyers. 
Space already reserved by manu- 
facturers who will display their 
products at the 1934 exhibit has 
increased more than 20 per cent 
over the amount at the same 
time last year. 





PEOPLES HARDWARE IS 
ENLARGING BRANCH 


The Peoples Hardware Stores, 
Washington, D. C., after a close 
study of its traffic figures has 
started a general program of 
store enlargement. Store No. 8 
at 3511 Connecticut Ave., N.W., 
in the heart of a residential dis- 
trict, has been increased in size 
by the addition of the adjacent 
store at 3509 Connecticut Ave., 
N.W. 

MOHAWK VALLEY GROUP 
HEARS NRA TALK 


Members of the Mohawk Val- 
ley Hardware Association, meet- 
ing at the Riverside Club, Utica, 
N. Y., recently listened to an 
address by Henry Dorrance, 
Utica, N. Y., attorney and chair- 
man of the NRA in Utica on the 
working, purposes and benefits 
of the NRA. John B. Foley, sec- 
retary, New York state associa- 
tion, was a guest at the meeting. 

President William Kellmurray 
conducted the meeting. 
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W.G. PEARCE ADDRESSES 
PHILADELPHIA DEALERS 


W. Glenn Pearce, managing 
director, PASHA, discussed the 
NRA Code and answered ques- 
tions on it at the recent meeting 
of the Retail Hardware Associ- 
ation of Philadelphia, Philadel- 


phia, Pa. held at Kugler’s 
Restaurant, in that city, with 
Harry D. Kaiser, president of 


the association, conducting the 
meeting. Group buying by 
members was completely dis- 
cussed and the recommendation 
was made that a committee be 
appointed to study 
from all angles. 
Welfare Campaign Bell 
Telephone Co. representatives 
showed motion pictures demon- 
strating modern of 
bringing criminals to justice by 


and 


methods 


use of  trans-continent, mid- 
ocean and trans-Atlantic  tele- 
phone service. Members en- 


joyed a sea food dinner prior to 
the meeting. 


H. MASBACK TALKS ON 
RETAIL ADVERTISING 
Group newspaper  advertis- 
ing by hardware retailers was 
the subject of the address given 
by Harold Masback, vice-presi- 
dent, Masback Hardware Co., 
New York City, wholesale dis- 
tributors, before the Oct. 30 
meeting of the North Jersey Re- 
tail Hardware Association held 
at the American Legion Rooms, 
Paterson, N. J. Mr. Masback 
also discussed other forms of 
retail hardware advertising. It 
was pointed out that group ad- 
vertising by hardware retailers 


identified the individual stores 
as neithborhood stores, 
President Charles Neil, 


Thomas G. Neil, Inc., Paterson. 
N. J., conducted the meeting 
which was attended by more 
than 40 members and guests. 


G. E. MAKES CHANGES 
IN ITS PERSONNEL 
M. F. Mahony, who has been 
connected with the electric re- 
frigeration department of the 
General Electric Co., Cleveland, 
Ohio, since its organization in 
1927, has resigned as manager 
of the merchandising division to 
organize his own corporation 
which will specialize in sales 
campaigns and_ merchandising 
service. L. A. Scaife, with the 
merchandising division of the 
department for the past five 
years, was named manager of 
the newly created retail division 
and will be in charge of sales 
training. The merchandising di- 
vision as such has been discon- 
tinued. Campaigns, etc., as 
well as activities of the G. E. 
Kitchen Institute, sales conven- 
tions and field meetings hecome 
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the subject | 









a part of the sales promotion di- | 


vision directed by W. J. Daily. 
Manager P. B. Zimmerman 
has also announced that 
Cameron, in charge of depart- 
ment store activities, has been 
appointed assistant to the man- 


eS 


ager. Paul Dow, who has been 
| connected with the merchandis- 
| ing division, has been named di- 
rector of the General Electric 
| Kitchen Institute. Messrs. Scaife, 
| Cameron and Dow are members 
| of the national sales committee. 





SCHLOSSER CELEBRATES 
HIS GOLDEN WEDDING 


Mr. and Mrs. William P. 
Schlosser, Hollywood, Calif., re- 
cently celebrated their golden 
wedding anniversary. Mr. 
Schlosser, who is 73 years of 





WM. P. SCHLOSSER 


age, is still active in the firm of 
Hellman Hardware Co., Los 
Angeles, Calif., with which he 
has been connected for 51 
years. Two years ago he re- 
signed as secretary of the com- 
pany but still retains an active 


interest in the business. 
The anniversary was cele- 
brated at the home of a 


daughter, Mrs. G. W. Ferguson. 
Hollywood, Calif. 


H. BOKER REPRESENTS 
ADDITIONAL LINES 


H. Boker & Co., Inc., 101 
Duane Street, New York City, 
has taken on distribution of three 
additional lines. For American 
Rolling Mill Co., Middletown, 
Ohio, the company distributes 
stainless steel sheets. Simonds 
Saw & Steel Co., Fitchburg, 
Mass., stainless steel rods. plates 
and strip, all standard analysis 
of chrome and chrome nickel al- 
loys of the corrosion and heat 
resisting types are now being dis- 
tributed by H. Boker. This in- 
cludes alloys such as 60 per cent 
nickel, 15 per cent chrome, 35 
per cent nickel, 15 per cent 
chrome, also 36 per cent, 42 per 
cent and 48 per cent nickel iron 
alloys. For Michiana Products 
Corp., Michigan City, Ind., the 
company is distributing heat and 


corrosion resisting cast and fabri- | 


cated alloys, carburizing, anneal- 


ing, lead and cyanide pots, fur- 
nace parts and special alloys. 

This supplements a full line of 
tool steels, including Kinite cast- 
ings and bar stock, which the 
Boker firm has served industries 
for many years. 


H. T, COLDWELL LEAVES 
LOCKE STEEL CHAIN 


Harry T. Coldwell has resigned | 
from the Locke Steel Chain Co., | 


well, who has made no definite 
plans for the future, resides at 
Anson St., Stratford, Conn. 


Bridgeport, Conn., for which | 
| company he was in charge of 
lawn mower sales. Mr. 


Cold- | 


DOVER MFG. CO. HOST 
TO CHICAGO DEALERS 


More than 600 people at 


| tended the informal party given 


by the Dover Mfg. Co., Dover, 
Ohio, in cooperation with the 
Chicago Retail Hardware Asso- 
ciation, on the evening of Octo- 
ber 27, in the Merchandise 
Mart, Chicago, Ill. President 
Frank Kozelka opened the meet- 
ing with an address of welcome 
and then turned the gavel over 
to L. W. Fischer, chairman of 
the board who in turn intro- 
duced Axel Christensen, who 
entertained the group for about 
45 minutes. Norman — Vea. 
president, Dover Mfg. Co., ad- 


dressed the meeting and out- 
lined the Dover campaign. 

J. C. Amis. secretary of the 
association, discussed the Re- 


tailers Code as signed by the 
President. Refreshments were 
served _ following Secretary 
Amis’ discussion. 








HARDWARE BRIEFS 


H. E. Batchelder. N. Scituate, 
R. [., is building new quarters 
for his business. - 


After ten years H. Friedman, 
Harrison, N. J., is reentering the 


hardware business at 521 Harri- 
son Ave. 
Roberts Hardware, Inc., has 


been opened in Jerome, Idaho, 
under the management of J. T. 


Roberts. 


Joe J. Mickle has opened a 
hardware and furniture store in 
the B. B. Brockett Bldg.. Anson, 
Tex. 


T. W. Englishman, Paterson, 
rma 3: moved to new and 
larger quarters across the street 
from the former location. 


has 


J. E. Kerley & Sons, Port- 


land, Tenn., hardware dealers, 


niture Store, Lewisburg. Tenn. 
The Lodge Hardware Co., 
Madison, Ind., has awarded a 


for the remodeling of 


store at 118 E. 


contract 
its hardware 
Main St. 


The O.K. Hardware 
Perry, Fla., will occupy larger 
quarters on the south of 
the square, as soon as remodel- 
ing is completed. 


store. 


side 





is retiring from business. 


have purchased the Wood Fur- 





| 


After 43 years in the hard- | 
ware business, the firm of M. 
Kelly & Son, 46 Main St.. 


Hempstead, Long Island, N. Y.., | 


Lence in 


The S. E. Walker hardware 
and furniture store in McKin- 
ney, Texas, recently discontinued 
business, 


James & Hawkins, Inc., Queens 
Village, Long Island, N.  Y.. 
hardware chain, have opened a 


new branch at 3927 Bell Ave.., 
Bayside, L. I. The firm’s store 
at 89-59 164th St., Jamaica. 


N. Y.. was recently discontinued. 


The Home Supply Store, 1897 
21 Ave., S., Nashville, Tenn., was 
recently by S. C. Me- 
Cown who has had wide experi- 
the hardware business. 
John P. Read, who formerly 
operated a hardware store in that 
associated with Mr. 


opened 


section, is 
McCown. 


The hardware stock and build- 
ing of the Van Vreede Hardware 
store in Wrightstown, Wis., has 
been purchased by The Wymel- 
enberg Co., which will use the 
stock and building of the forme: 
Van Vreede store and an adjoin- 
ing building for a department 
store. 


The Blount Hardware Co., W. 
Main St., Charleston, Miss., has 
been purchased by Fonda Row- 
land, who was for a number of 
years manager of the store. He 
was active in the hardware busi- 
ness in that town for the past 14 
years. The business will be op 
erated as Rowland Hardware Co 


| at the same location. 
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What every merehant should know 





yea OR TOTTI RS 


@ THe American WEEKLY is read by everybody in the fam- 









ily. It is the most interesting magazine in the world—it has 
to be, to be interesting to more than 5 million American 
families—more than 20 million people all told. This is the 
largest magazine audience in the world—the largest body of 
retail buyers. It pays to sell to them. And retailers can do it 


by featuring goods advertised in THe AMERICAN WEEKLY. 
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The American Weekly—what it is 


@ The American Weekly is the largest magazine in the world. It is distributed 
through 17 great Hearst Sunday Newspapers. In 529 of America’s 995 towns and 
cities of 10,000 population and over, The American Weekly concentrates 68% of its 


i tion. 
eeaneae In each of 93 cities, it reaches one out of every two families 


In 110 more cities, 40 to 50% of the families 
In an additional 157 cities, 30 to 40% 
In another 169 cities, 20 to 30% 


... and, in addition, more than 1,680,000 families in thousands of other commu- 
nities, large and small, regularly buy and read The American Weekly. 
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ERICKSON RESIGNS FROM 
GEORGE MAYER 
HARDWARE 


Vic. Erickson has resigned as 
president and chairman of the 
board of the George Mayer 
Hardware Co., Denver, Colo., re- 
tailers. He had been affiliated 
with the Mayer company for 
three years, two years of that 
time as president and chairman 
of the board. Prior to his con- 
nection with the Mayer organ- 
ization he was for ten years sales 
manager L. Gould & Co., whole- 
sale hardware and house furnish- 
ings distributors. 

Mr. Erickson can be reached 
at his present residence, 2441 
Granville Ave., Chicago, Ill. He 
has no plans for the immediate 
future, but advises that he ex- 
pects to continue in the hard- 
ware field. 

KIMMERLING IS PRES., 

AC SPARK PLUG CO. 

F. S. Kimmerling has 
appointed president and_ gen- 
eral manager of the AC Spark 
Plug Co., Flint, Mich., division 
of General Motors Corp. For 
the past 16 years he has been 
associated with the automobile 
accessory manufacturing _ busi- 
ness. 


With 


the exception of two 





been | 


war years he was with the Remy | 


Electric Co, Anderson, Ind., 
from 1916 to 1929, for seven 
years as production manager | 


and for a year as assistant fac- | 


In 1929 he was 
and_ general 


tory manager. 

made president 
manager of the Guide Lamp 
Corp., Anderson, Ind., subsidi- 
ary of General Motors, holding 
that position until the _begin- 
ning of this year when he be- 


. . . | 
came assistant at Detroit, Mich., | 


to C. E. Wilson, vice-president 
in charge of accessory manufac- 
turing divisions of 
Motors. 


ELECTROLUX PLANT 
WILL BE EXPANDED 


The Electrolux refrigerator 
unit of Servel, Inc., at Evans- 
ville, Ind., will be enlarged to 
meet increased 1934 production 
requirements. Work is now in 
progress and the alterations and 
improvements will be completed 
by the middle of December, ac- 
cording to present plans. 


RUBEROID CO. ACQUIRES 
NEWMARBLE, NEWTILE 
The Ruberoid Co., New York 

City, has announced the acquisi- 

tion from Asbestos, Ltd., of its 


business including good-will. 
patent and_ trade-mark rights, 
covering the manufacture and 


sale of “Newmarble” and “New- 
tile,” which are now being mar- 


44 


General | 


keted under the names Ruberoid | 
Newmarble and Ruberoid New- | 
tile. These products are being 
manufactured at the factory of 
Asbestos, Ltd., at Millington, 
N. J., with the same personnel, 
formulae, etc., as before. New- 
marble is in the form of asbestos 
panels simulating marble, while 
Newtile is asbestos tiling in sheet 
form. 

George R. Hawthorne, former 
sales manager, Asbestos, Ltd., is 
now associated with Ruberoid, 
and will supervise the sale of 
Newmarble and Newtile. 








KENDIG IS V.-PRES. of 
NATIONAL TOOL CO. 
Karl Kendig has been ap- 


pointed executive vice-president 
in charge of sales of National 





KARL KENDIG 


Tool Co., Cleveland, Ohio. Mr. | 
Kendig was previously an officer 
of Whitman & Barnes, Inc., De- 
troit, Mich. 





D. C. DEALERS ASSN. | 
HOLDS STAG PARTY 


One hundred twenty-five mem- 
bers and guests attended the | 
third annual stag party of the | 
Retail Hardware Association of | 
the District of Columbia, at the | 
Mayflower Hotel, Washington, | 
D. C., held October 16. Follow- | 
ing a buffet supper a professional 
entertainment was provided. 

President F. Tracy Campbell 
welcomed the members and | 


| cago, 
| were with others named in ad- 


guests. 


LARSON, ASST. TREAS., 

W. D. ALLEN MFG. CO. 

Elmer T. Larson is assistant 
treasurer, W. D. Allen Mfg. Co., 
Chicago, Ill. It was incorrectly 
stated in the October 26 issue of 
Harpware Ace, that Elmer T. 
Parson was assistant treasurer of 
the company. 


N. CAROLINA DEALERS 
DISCUSS NRA CODE 


A. R. Craig, Charlotte, N. C., 
secretary, Hardware Association 





of the Carolinas, addressed a 
dinner meeting held recently at 
the Hotel Ashlyn, Asheboro, 
N. C., on the subject of the op- 
eration of hardware stores un- 
der the NRA code. Edwin Mor- 
ris, Asheboro, presided over the 
meeting. Dealers from Ashboro, 
Aberdeen, Carthage, Siler City, 


| Ramseur, Liberty and Charlotte, 


all in North Carolina, attended 
the meeting. 











Hiram E. Todd, president, Key- 


| stone Steel & Wire Co., Peoria, 


Ill., whose election to that of- 
fice was announced in the Oct. 
26 issue of HARDWARE ACE. 


NEW YORK ASSN. WILL 
CONVENE FEB. 13-16 


The 32nd annual convention of 
the New York State Retail Hard- 
ware Association will be held at 
Syracuse, N. Y., February 13 to 
16, 1934. An exhibition will be 
a feature of the convention. Ses- 
sions and displays will be at the 
Hotel Syracuse, headquarters of 
the convention. John B. Foley. 
Hills Bldg., Syracuse, N. Y., is 


| secretary of the association. 


,AFPOINT DISTRIBUTORS 
OF GRUNOW RADIOS 
Peaslee-Gaulbert Co., Louis- 

ville, Ky., and Salt Lake City 

Hardware Co., Salt Lake City, 


| Utah, are among the newly ap- 
| pointed distributors of Grunow 


radios manufactured by the Gen- 


| eral Household Utilities Co., Chi- 


Ill. These distributors 
dition to wholesalers handling 
both Grunow radios and refrig- 
erators. 

FRED H. STRAUB 50 

YEARS IN BUSINESS 

Fred H. Straub, Fred P. Straub 

& Co., 224 Main St., Evansville, 
Ind., hardware dealers, is cele- 
brating this year his fiftieth an- 
niversary with that store, in the 
same location. He continues to 
be active in the business and has 
associated with him a younger 
brother, Theo. G. Straub. 

















MIFFLIN IS SECRETARY 
TOOL, IMPLEMENT GROUP 


S. W. Mifflin is secretary and 
treasurer of the General Tool 
& Implement Association, with 
headquarters at 720 Stock Ex- 
change Bldz., Philadelphia, Pa. 
The association includes the fol- 
lowing divisions, which are self- 


regulating: axe, hatchet, ham- 
mer, scythe and snath, grass 
hook, steel goods and_ shovel. 


The organization is, according to 
Mr. Mifflin, organized to take in 
any other divisions manufactur- 
ing allied lines and products. 
The General Tool & Imple- 
ment Association filed its code 
as a supplementary code to the 
one filed by the Fabricated 
Metal Products Federation. 





GEORGE MAYER AGAIN 
ACTIVE IN BUSINESS 


After a retirement of six and 
one-half years George Mayer has 
again purchased the business of 
the George Mayer Hardware Co., 
Denver, Colo., and has taken 
active charge of it. 


G. E. CONTRACTS CORP. 
OPENS NEW BRANCH 


The General Electric Con- 
tracts Corp., New York City, 
which extends complete finance 
service to customers of G. E. in 
the home appliance field through 
its regular dealers, has just 
opened an office in the Inter- 
urban Bldg., Dallas, Tex. L. E. 
Scott, who has been associated 
with the distribution of G. E. Ap- 
pliances in that area for several 
years has been named district 
manager. 


TONCAN IRON SHEET 
DISTRIBUTOR NAMED 


N. J. Clarke, vice president 
in charge of sales, Republic Steel 
Corp., Youngstown, Ohio, has an- 
nounced that Stratton & Ter- 
stegge Co., 15th and Main Sts., 
Louisville, Ky., have been ap- 
pointed distributors in that area 
of Toncan copper molybdenum 
iron sheets. Stratton & Terstegge 
will carry a complete warehouse 
stock of Toncan iron sheets. 





BELL HEADS SCREW 
MACHINE PRODUCT GROUP 


David Bell, president, David 
Bell Co., Inc., Buffalo, N. Y., was 
recently elected president of the 
National Screw Machine Products 
Association at a recent organia- 
tion meeting held in the Buffalo 
Athletic Club, Buffalo, N. Y. The 
national association was divided 
into eastern and western divi- 
sions with Mr. Bell being rep- 
resentative of the division in- 
cluding the city of Buffalo. 
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WHEN a line of heaters is so different, so captivating in both its 
efficiency and beauty appeals, as the amazing new American line, 
November isn’t too late to take it on and to organize a vigorous 
sales drive. We’ve everything needed for the dealer with which 
to “make a noise”— posters, ready-made advertisements, pam- 
phlets, and an elaborate sales manual pointing out many ways 
of digging up and closing sales. November and December — 
and even the midwinter months — afford rich opportunities 
to the merchant having the determination to get out over his 
field. . . . For economic conditions are improving so rapidly 
that prospects are ripening in most unexpected quarters. 


The new American Oil-Burning Heaters have absolutely no 
rival. There’s nothing to equal them in beauty of design — 
which gives them an irresistible “woman” appeal; while their 
radically improved mechanical construction assures oil-heat- 
ing efficiency, economy and conveniences that surpass all stand- 
ards of the past. 


We can’t tell you the full story of this amazing new line 
(three models to fit different needs and purses) in this small 
space. But we’ve got it all down in black and white. Just ask 
us to send you details. American Gas Machine Company, Inc., 
Albert Lea, Minn. Branches: 360 Furman St., Brooklyn, N. Y.; 
4242 Hollis St., Oakland, California. 


MAKERS ALSO OF THE FAMOUS AMERICAN KITCHENKOOKS, 
KAMPKOOKS, READYKOOKS, JIFFYKOOKS, LAMPS AND LANTERNS 


AMERICAN OIL-BURNING HEATERS 
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TO HOLD AMERICAN TOY 
FAIR, APRIL 9-28 
IN NEW YORK CITY 

James L. Fri, managing direc- 
tor, The Toy Manufacturers of 
the U. S. A., 200 Fifth Ave., 
New York City, has announced 
that the American Toy Fair will 
be held from April 9 to 28, 
1934, at the Hotel McAlpin, 
New York City. 

The exhibits at the McAlpin 
will be chiefly those of manufac- 
turers not maintaining perma- 
nent displays in New York City. 
The permanent exhibits of toy 
manufacturers at 200 Fifth Ave., 
and in the Union Square dis- 
trict, will also be open to those 
attending the Hotel McAlpin 
show. 


DIRECTORS DISCUSS 
TEXAS CONVENTION 


Members of the board of di- 
rectors of the Texas Hardware & 
Implement Association met re- 
cently to discuss association 
activities and the 1934 conven- 
tion. They decided to have the 
entire convention program re- 
volve around the new codes and 
their operation and to give con- 
siderable time to the discussion 
of unfair trade practices, includ- 
ing an executive session on the 
latter problem. The convention 
will be held at the Hotel Baker, 
Dallas, Tex., January 23, 24 and 
25, 1934. Dan Scoates, secretary, 
makes his headquarters at Col- 
lege Station, Tex. 

LOS ANGELES POT & 

KETTLE CLUB MEETS 


At the October 17 meeting of 
the Los Angeles Pot & Kettle 
Club, President Jack Badham 
read a communication from 
members of the Boston Pot & 
Kettle Club, Charles Cohen, 
chairman of the meeting, intro- 
duced the speaker of the day, 
Mertice E. Taylor, who gave a 
talk on the subject of “Boy De- 
linquency.” A discussion of the 
topic was then entered into by 
members of the club. 

The club decided to hold a 
dinner dance for members, 
wives and friends in November. 





BAKER, HAMILTON & 
PACIFIC CO. MAKES 
PERSONNEL CHANGES 


Emmett Burke, who has been 
with Baker, Hamilton & Pacific 
Co., San Francisco, Calif., 
wholesale hardware distributors, 
for 27 years, has been named 
manager of the tool department. 
Leslie H. Peters, recently ap- 
pointed manager of the pump 
and brass goods department, 
has been with the company and 
its predecessors for 24 years. 
He was a traveling representa- 


+ 





tive for Pacific Hardware & 
Steel Co. before its merger with 
the Baker, Hamilton & Pacific 
Co. He succeeded Wakefield 
Baker when Mr. Baker became 
vice-president and general man- 
ager. 

Leslie B. Fox has been named 











Cc. F. ABBOTT 


Charles F. Abbott, Montclair, 
N. J., executive director of the 
American Institute of Steel Con- 
struction, Inc., since 1923, died 
October 27 at the age of 57. 
Mr. Abbott began his business 
career as an employee of J. A. & 





Cc. F. ABBOTT 


W. Bird & Co., Boston, Mass., in 
1899, being successively, sales- 
man, branch manager and gen- 
eral sales manager. From 1910 
to 1914 he was general sales 
manager, Flintkote Mfg. Co., 
Boston, Mass., and for two years 
was assistant general manager in 
charge of sales with the Art 
Metal Construction Co., James- 
town, N. Y. From 1916 to 1919 
he was a director of the Cellu- 
loid Co., New York City, after 
which he became director of pub- 
licity and commercial research, 
National Aniline & Chemical Co. 
Mr. Abbott was an_ unofficial 
adviser to Presidents Coolidge 
and Hoover in matters con- 
cerning the steel construction 
industry. 


J. R. ATKINSON 


J. R. Atkinson, 83, retired 
hardware merchant, died at his 
home in Foreman, Ark., re- 
cently. 


M. F. WESTOVER 


Myron F. Westover, secretary 
for 34 years of the General Elec- 
tric Co., Schenectady, N. Y., un- 
til his retirement in 1928, died in 
that city recently at the age of 
73. In 1893 he became assistant 





treasurer of the new General 


manager of the heavy hardware 
department. He continues his 
duties as manager of the hard- 
ware department. J. A. Gerevas 
has succeeded to Mr. Burke’s 
former position. L. W. Gibson 
has taken the former position of 
Mr. Peters. 


OBITUARY 


Electric Co., prior to which he 
was with the Thomson-Houston 
Electric Co., a predecessor. In 
1894 he was elected secretary of 
the General Electric Co. 





HUGO PRANGE 


Hugo Prange, 55, former presi- 
dent, Wisconsin Retail Hardware 
Dealers’ Association and director 
of the Federal Hardware Mutual 
Insurance Co., Stevens Point, 
Wis., died recently following a 
long illness. He was president 
of the Prange - Geussenhainer 
Hardware Co., Sheboygan, Wis., 
and a, former president of the 
Sheboygan Association of Com- 
merce. 


GEORGE W. LEININGER 


George W. Leininger, 51, Tre- | 


mont Hardware Co., Tremont, 
Pa., wholesalers and _ retailers, 
died at his home in that town 
recently, following a long _ ill- 
ness. He was a partner of R. 
H. Imschweiler in the Tremont 
Hardware Co. at the time of his 
death, having taken over the 
concern from the Sanner Hard- 
ware Co. in 1927. Mr. Leinin- 
ger was secretary of the _bor- 
ough council for the past 20 
years and was active in civic 
affairs. 


TY L. BARKER 


‘Ty L. Barker, Windsor, Vt., 
hardware dealer, died recently at 
the age of 66, following several 
years of poor health. He had 
been in the hardware business in 
Windsor for eight years. 


LOUIS N. LARSON 


Louis N. Larson, Owatonna, 
Minn., former hardware dealer, 
died recently at the age of 86. 





FRED M. SMITH 


Fred M. Smith, Fort Wayne, 
Ind., former hardware dealer and 
later a traveling salesman, died 
recently in that city. He was a 
former city councilman and was 
active in civic affairs. 





D. T. SWAVELY 


Daniel T. Swavely, 62, paint 
and varnish manufacturer in 
Flint, Mich., died recently at the 
age of 62. 











SILVERMAN DIRECTS 
LION APPLIANCE SALES 


Roy Silverman, formerly with 
W aage Electric Co., Chicago, 
Ill., has been appointed sales di- 
rector of the Lion Electrical Ap- 
pliance Co., Chicago, Il. 








EDWARD STILSON 


Edward Stilson, 66, treasurer 
and director, Wickwire Bros., 
Cortland, N. Y., wire cloth man- 
ufacturers, died Oct. 21, follow- 
ing an illness of one year. Mr. 
Stilson had been affiliated with 
the company for nearly 50 years, 





EDWARD STILSON 


having been a director of the 
company since its incorporation 
in 1892 and treasurer since 1908. 

Mr. Stilson was active in Boy 
Scout, fraternal, church and busi- 
ness association activities in and 
around Cortland. 





- OTIS N. WATSON 


Otis N. Watson, 79, Grand 
Rapids, Mich., hardware dealer 
for 40 years, died October 25 at 
his home in that city. 


THEODORE CROWELL 


Theodore Crowell, 74, Kane, 
Pa., hardware dealer, died re- 
cently. He started in the hard- 
ware business in 1886 at Dills- 
burg, Pa., going to Kane, Pa., in 
1894, where he had been in 
business until the time of his 
death. Mr. Crowell was a sub- 
scriber to and reader of Harp- 
ware AcE for 47 years. 


WILLIAM COYNE 
William Coyne, 67, vice-presi- 
dent in charge of sales, E. I. 
du Pont de Nemours & Co., Wil- 
mington, Del., died November 1, 
following a heart attack. 
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NESCO DE LUXE ENAMELED 
ROASTERS»“ROAST-RACK 


New Ease 
And 
Convenience 


te OLD WAY | 
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TURNING 











AWKWARD IN 
REMOVING 











FROM ROASTER TO 
PLATTER WITH DISASTER 
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Boost Your Roaster Sales 


@ Here is your opportunity for a bigger and better Roaster season. 





This new Roast-Rack together with a regular, fast-selling, NESCO 
Oval Roaster will push your sales up in leaps and bounds. 


Offering a “NEW DEAL” to the housewife. 


SEAMLESS—SELF BASTING ROASTER 
& 

RACK PREVENTS ROAST OR FOWL FROM 
STICKING TO BOTTOM OF ROASTER 
o 
EASILY TURNED WITHOUT DANGER OF 
DISFIGURING OR MUTILATING 
* 

FROM ROASTER TO PLATTER WITH EASE 
oJ 
Available in Blue Brilliant or Ivory and Green Porcelain Enameled finish. 
Three Sizes: 1512’’, 18’’ and 20’. 
|R. 


us 


WE 00 OUR PART 


NATIONAL ENAMELING AND STAMPING COMPANY 


(A New Jersey Corporation) 
Executive Office: 270 North 12th Street, Milwaukee, Wisconsin 


New York 
New Orleans 


Milwaukee Chicago 


Factories and Branches: 
Philadelphia 


Baltimore Granite City, I11. 











EASY TURNING 
FOR BROWNING 











EASE IN REMOVING 
WITHOUT MUTILATING 











FROM ROASTER 
TO PLATTER WITH EASE 














A PERFECT ROAST 
THE HOSTESS’ DELIGHT 
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“The Netting That Stands @Alone~ 
Insist on the Original! 


@ Woven like farm fence 
a. Line wires run parallel full length. 
b. Joints cannot slip or spread. 


@ Stretches to steel or wood posts 
a. No bagging, sagging nor buckling. 
b. Requires fewer posts. 

@ Needs no top-rail, no baseboard 
a. Saves cost of unnecessary lumber. 
b. Saves time and labor in building. 


@ Easier to handle 
a. Rolls out flat like carpet. 
b. Cuts easily and without waste. 


@ Neater, longer lasting 

a. Uniform meshes; even tension. 

b. Rigid construction, uniform gal- 

vanizing insures long life. 
U. S. POULTRY FENCE is made both in 
one and two inch mesh, galvanized be- 
fore or after weaving; heights 12 to 72 
inches. 
Mixed Cars 
U. S. POULTRY FENCE is available in 
mixed cars with the following quality 
wire products: 
IMPERIAL 


Farm, Poultry and Lawn Fence. .. Flower 
Bed Border... Trellis... Farm, Poultry 
and Lawn Gates...Steel Fence Posts... 
Fence and Brace Wire ... Fence and Net- 
ting Staples... Barbed and Twisted Barb- 


less Wire. 


Indiana Steel & Wire 
Company 






Muncie, Indiana 











| as with coal. 


Oil Burners Boost Hardware Volume 


(Continued from page 27) 


ritories. Home owners having an- 
nual incomes of $2,500 or more are 
considered the best prospects. Sales 
have been found to be more difficult 
and expensive to make in thickly 
populated districts, than in fairly 
small, well scattered towns. 

Dealers usually pay their oil 
burner salesmen on a commission 
basis and this has proved a mutually 
satisfactory arrangement. The usual 
commission is 10 per cent, although 
in some instances a commission of 
121% or 15 per cent is paid. In other 
cases, commissions are paid on a 
sliding scale, based on monthly sales 
volume. An arrangement consisting 
of a small drawing account with a 
commission is sometimes used. As 
the unit of sale is invitingly large, 
and the public responsive, high-grade 
salesmen can be engaged without 
difficulty. 

Oil burner operating costs were 
reported considerably below those 
for heating by gas or electricity. 
Most manufacturers stated that the 
operating cost is practically the same 
Several said that re- 
ports from the average user show 
that oil heat is from 10 to 33 1/3 per 
cent less expensive than coal. 

Burners reported on have the ap- 
proval of the Underwriters’ Labora- 
tories, and declared that this ap- 
proval is a most essential sales 
factor. 

The opinions of the manufacturers 
as to the most popular types of oil 
burners varied with most favoring the 
broadly termed “gun” or “rotary” 
types. Both types apparently have 
their good points, and every oil 
burner man has formed his own con- 
clusions as to the merits of each. 
Dealers interested in studying the 
mechanical principles of the various 


| types of oil burners on the market 
| will find it worth while to obtain a 
| technical reference volume, illustrat- 
| ing and describing all types of burn- 
| ers in detail. One such textbook is 


the “Handbook of Oil Heating,” 
issued by the American Oil Burner 
Assn., 420 Madison Ave., New York, 
mm Vs 

The manufacturers regard heating 
burners as offering a larger market 
than cooking burners, in dollar 


volume, while cooking burners are 
believed to offer the largest market 
as far as number of units is con- 
cerned. Most makers stated that 75 
per cent or more of the total sales 
were for converting coal or gas heat- 
ing systems for the use of oil. This 
indicates that approximately 25 per 
cent of the sales are made for new 
heating plant installations. As home 
building shows further gains, this 
percentage will reflect an increase. 

In every instance, replies disclosed 
that it is the custom of makers to 
refer all leads and inquiries to their 
franchised agents. Almost without 
exception, the makers stated that it 
is the practice of dealers to quote a 
completely installed price. At least 
half of the oil burners are sold on 
installments. Some makers reported 
that approximately 80 per cent of 
their burners were sold on such 
terms. Down payments varied from 
10 to 25 per cent of the purchase 
price. Terms on the balance ranged 
from six to twenty-four months, with 
interest at the rate of seven per cent, 
or more, prevailing as a carrying 
charge. 

Immediate steps should be taken 
by oil burner dealers to acquaint 
themselves with insurance regula- 
tions pertaining to oil burners. These 
regulations stipulate that oil storage, 
when in the basement of a dwelling, 
shall not exceed 550 gallons in two 
275 gallon tanks. Other similar pro- 
visions, with which the dealer should 
be familiar, are also set forth. Copies 
of local ordinances or State laws re- 
lating to the inspection and installa- 
tion of oil burners may be obtained 
from the proper authorities. 

Hardware merchants should not be 
reluctant to engage in the oil burner 
business because the burner they 
would prefer to handle is already 
represented in their territory. Some 
hardware merchants were hesitant to 
enter the electric refrigeration busi- 
ness for the same reason. Now they 
regret their passive attitude in the 
matter. They observed that other 
merchants were successful in develop- 
ing a healthy volume of business in 
makes they had declined to consider. 
There are any number of good burn- 
ers on the market, worthy of receiv- 
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The doors glide open_ 








HERE are definite reasons for this 
smooth, quick door-action—it 
centers on the roller-bearing features 
of these Trolley Hangers of National 
design. 
Many special features coupled with fine 
materials and lasting protective finishes 
give these hangers a position of pref- 
erence among exacting builders who 
appreciate the value of quality. 


Natienal 


Trolley Garage Door Sets 


include these friction-free hangers, and 
the wide variety of sets illustrated em- 
brace a style to adequately serve every 
need for the sliding type of doors. The 
stout construction of the hangers them- 
selves—and the sturdy rail especially 
designed to serve them—assure long, 
hard wear under all 
weather conditions. 





Nos. 812 and 813 Trolley Garage Door Sets 





Nos. 815 and 816 Three-Door Trolley Garage Sets 





Nos. 817A and 817B Two-Door Trolley Garage Sets 


Natienal NATIONAL 
dealers everywhere testify to the 
popularity of these fine garage MANUFACTURING 


sets and to the ape that result 


= i dae sa * O M PA N Y 
STERLING 


on request. 
National hardware is sold direct to the 
retail dealer—a policy that promotes qual- | L L | N O | S 


ity, service and direct selling cooperation. 

















No. 855 Swivel Trolley Hanger 
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in Pliers 


KLEIN 


OOD workmen demand 
(. good tools—your cus- 
tomers appreciate 
quality in pliers--that’s why 
they demand Kleins. Klein 
Pliers have been the stand- 
ard with master workmen 
and public utilities * 
1857," and are made in a 
wide variety of sizes and 
styles to meet every require- 
ment. Check over your 
atock of Kleins with your 
jobber and be prepared to 
fill the needs of your cus- 
tomers who want the best. 


since 


Buy From Your Jobber 


wats KLEIN 


3200 BELMONT AVE., CHICAGO 
Ls eeniieennieninelllnn ER a 
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ing the recommendation of the most 
exacting hardware merchant. While 
the time is yet ripe, investigate the 
sales possibilities of oil burners in 
your territory. 

In succeeding issues of HARDWARE 
AcE first-hand information obtained 
from manufacturers of range and 
heating stove burners, and oil burn- 


ing stoves, will be published to 
acquaint readers interested in oil 
burners of this type with many facts 
of value. Harpware AGE will also 
publish in following issues several 
articles describing methods that have 
proved effective in building up large 
and profitable oil burner departments 
in hardware stores. 





Letters to the Editor 


(Continued from page 33) 


tems that have been advocated to date 
seek to take advantage of someone in the 
merchandising cycle. And that brings up 
a good point. No system is worth a whoop 
unless it is good for the consumer, good 
for ALL retailers to use, good for the 
jobber, and good for the manufacturer, and 
if any one of the four fail to profit in 
the exercise of the system it isn’t economic. 
And this brings us to another point. 
Henry Ford made millions by supplying 
millions of families with cheaper auto- 
mobiles, and he, very likely, did not lose 
any sleep about spoiling the sale of a 


| Lincoln in doing so. Ford is satisfied. 


He profited in dollars. The consumer is 
satisfied. He profited in service. But 
the dealers who did the selling should 
have profited also. Did they? Perhaps 
Mr. Roberts would like to send out a 
questionnaire on the subject. 

Georce J. Hucues, 

General Sales Manager, 

Haag Bros. Co. 





Suggestions For a Basic Code 
For the Hardware Trade 


Campripce, Mass.—Prices from manu- 
facturers shall be issued on the following 
basis: 

A Price, which shall be the price to 
retail dealers. 

B Price, which shall be 15 per cent less 
than A prices. P 

C Price, which shall be 25 per cent less 
than A prices. 

Classifications of the Hardware trade 
and the price to be quoted each classi- 
fication are as follows: 

A Price:—To the retail trade. 

B_ Price:—To Hardware Jobbers who 


| stock the line quoted, who sell the retail 
| trade, who travel at least three men calling 


on the retail trade, but who maintain re- 


| tail stores themselves or who sell at retail; 


Department Stores who employ at least 250 
store clerks; Chain Stores who operate at 
least six stores under a single ownership 
and management; large retail Hardware 
Stores who purchase in fair quantities and 
who employ at least ten store clerks. 

C Prices:—To Jobbing Houses who 
stock the line quoted, who travel at least 
three salesmen at all times calling on the 
retail trade, and whose business is 100 
per cent wholesale. 


HARDWARE GOVERNING BOARD 


A permanent board shall be appointed 
by the President of the United States, 
who shall have supervision on the hard- 
ware trade, subject to the approval of the 
President, and who shall have such au- 
thority as he shall designate. 

This Board shall be appointed by the 
President as follows:—One member from 
the Wholesale Hardware business, one 
from the Retail Hardware business, and 
one from either the Department Store or 
Chain Store business. 

As soon as possible after appointment, 
in order to facilitate the proper classifi- 
cation of the above prices, they shall issue 
a list of the hardware and department 
store trade, with proper grouping as to 
price each firm is entitled to receive. All 
manufacturers and others selling the trade 
&hall follow this classified list, with no 
exceptions. If any firm deems that they 
have been improperly classified they shall 
have the righf to apply for a re-classifica- 
tion to the Hardware Board. 

It is my personal belief that a concrete 
understanding and code along the above 
lines is essential to the proper working 
out of the NRA in the Hardware Field. 

If you approve of this, then in order to 
speed up the recovery of your business 
as well as mine, will you do your part 
to bring this coding into operation. 

ArtHur H. Brown, 
Manufacturer’s Agent. 
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Wholesalers Seek Changes in Steel Code on 


Wire Products Prices, Sale Terms, Ete. 


Members of the National Wholesale 
Hardware Association and a committee 
of nail and wire manufacturers met to 
discuss changes in the iron and steel 
code applying to nails and other wire 
products. Nine recommendations were 
presented by the jobbers including a 
change in the definition of the term, 
“jobber,” changes in prices per ton and 
the restoration of terms long existing 
in the trade, “60 days net or 2% cash 
discount.” The meeting held October 
31, at the William Penn Hotel, Pitts- 
burgh, Pa., was called because of pro- 
tests at the recent joint convention held 
in Chicago. (See H. A. Oct. 26, 1933.) 
A. J. Bihler, James C. Lindsay Hard- 
ware Co., Pittsburgh, Pa., chairman of 
the NWHA special committee presided. 

As a result the following recom- 
mendations have been submitted to the 
Nail and Wire Products Committee of 
the American Iron and Steel Institute: 

(1) That the definition of a jobber 
be so amended as to eliminate the word 
“contractors” or, if this is impractic- 
able, that the word “contractors” be 
defined in such manner as will pre- 
vent retailers from qualifying as job- 
bers by selling 75% of their wire 
products to builders, carpenters and 
job contractors. 

(2) On the question of terms: We 
favor the restoration of the terms long 
existing in the trade, viz.: 60 days net 
or 2% cash discount. 

(3) We recommend that such 
changes be made in the regulations as 
will permit wholesalers, if they so de- 
sire, to sell wire products in LCL 
lots f.o.b. their own warehouses, pro- 
vided such prices shall not be less than 
the established mill price for the city 
in which they are located. The whole- 
saler may have the option of selling 
f.o.b. basing point at basing point 
prices. 

(4) We recommend that jobbers 
who have qualified be allowed $4.00 per 
ton from base CL price (dealers price). 
That LCL price be fixed at $2.00 per 
ton above base CL price and that job- 
bers be allowed $2.00 per ton from 
LCL price on LCL shipments. 

(5) We further recommend that 
where a jobber duly qualifies and signs 
the jobbers’ agreement with one mill, 
he be considered as having entered into 
this agreement with all the mills selling 
similar products and who have sub- 
scribed to the steel code. 

(6) We recommend that, in place of 
the $10.00 per ton penalty provided for 
in the code, those who sign the jobbers’ 
agreement and do not respect the terms 
of this agreement, have the privileges 
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of the agreement withdrawn from them. 

(7) In view of the confusion and 
misunderstanding with reference to the 
jobbers’ agreement as originally drawn 
and to the fact that many mill repre- 
sentatives advised wholesalers that, 
after they signed the agreement, its 
allowance would be retroactive to Au- 
gust 19, we recommend, after the above 
recommendations have been acted upon 
by the Institute and the new conditions 
published, that all jobbers be given 
15-day period in which to sign the job- 
ber’s agreement and that upon such 
signature the allowance shall be retro- 
active to August 19th. 

(8) It is the opinion of the commit- 
tee that it will be impossible to prop- 
erly regulate the resale price of wire 
products unless the mail-order-houses 
selling direct to consumers, either 
through their warehouse or retail stores, 
do so at a higher price than the mill 
price to the dealer, in LCL lots. This 
problem must be met before other pro- 
visions of the Code can be made 
effective. 

(9) The above provisions herein set 
forth are so inter-related that they must 
be dealt with as a whole. The elimina- 
tion of any portion will not be accept- 
able to this body or other jobbers. 

The nail and wire manufacturers’ 
representatives present were: D. A. 
Merriman, American Steel & Wire Co.; 
J. C. Foster, Jones-Laughlin Steel 
Corp.; J. P. Distler, Keystone Steel & 
Wire Co.; J. K. Boll, Wheeling Steel 
Corp.; J. F. Hazen, Bethlehem Steel 
Co. and Edward W. Smith, Pittsburgh 
Steel Co. The NWHA committee was: 
Mr. Bihler; A. J. Gaehr, The Geo. 
Worthington Co., Cleveland, Ohio; 
W. M. Bonham, C. M. McClung & Co., 
Knoxville, Tenn. and George N. Groff. 
Wm. H. Cole & Sons, Baltimore, Md. 
C. J. Whipple, Hibbard, Spencer, Bart- 
lett & Co., Chicago, Ill., president of 
the NWHA, and George A. Fernley. 
secretary-treasurer, NWHA, were pres- 
ent ex-officio. Other wholesalers at the 
meeting were: E. H. McGinnis, Union 
Hardware & Metal Co., Los Angeles, 
Calif.; T. C. Thompson, Simmons 
Hardware Co., St. Louis, Mo.; H. M. 
Hill, Janney-Semple Hill Co., Min- 
neapolis, Minn.; C. R. Bottorff and 
I. W. Dobbins, both of Belknap Hard- 
ware & Mfg. Co., Louisville, Ky.; J. E. 
Woodmansee, Richards & Conover 
Hardware Co., Kansas City, Mo.; J. M. 
Burbank, Farwell, Ozmun, Kirk & 
Co., St. Paul, Minn.; James Feir, 
Marshall-Wells Co., Duluth, Minn., and 
C. M. Cowan, Kelley - How - Thomson 
Co., Duluth, Minn. 








This Valuable Roofing 
Bulletin Compiled 
Especially For Dealers, 
Architects And Appliers 
of Asphalt Roofings 


E sure to read this enlightening 

Bulletin, “Why Solka Base As- 
phalt Shingles and Roofings”. Be 
informed how this improved cellu- 
lose base imparts to Asphalt Shingles 
and Prepared Roofings: 


1. Longer Life 

2. More Flexibility 
3. Greater Strength 
A. Firmer Nail Grip 


Brief, concise, in question and an- 
swer form—this Bulletin gives you 
up to the minute Facts that all 
dealers, architects or appliers of 
roofing should know. 


pv t 
RK 


MAKERS oF 
SoLKA 
MAIL THE COUPON FOR 
YOUR FREE COPY NOW 


6-11-33 





j BROWN CoO. 

| Portland Maine nese 
Please send your free Roofing Bulletin «Why 

Solka Base Asphalt Shingles and Prepared Roof- 

ings”— Also names of manufacturers who can 

supply my requirements. 











51 


































Signal Bells and Buzzers 
are not seasonable. For 
years they have been to 
dealers steady, profitable 
sales items. Signal Bells 
and Buzzers are made for 
dependable service. They 
are two coil construction 
having clear, pleasing, 
distinct tones. Adijust- 
able and non-adjustable 
types. If your jobber can- 


not supply you, write 


Signal Electric Mfg. Co. 
Menominee, Michigan, U.S. A. 









Improved 


PIPE VISES 


Have many features 
that make them more 
serviceable, more sale- 
able .. . have the clean- 
cut finish of fine tools 
—are lighter, handier, 
still stronger. 


ARMSTRONG BROS. 
Chain Vises (patented) 
have 1-piece jaws 
(both jaws, a_ single 
drop forging with cen- 
ter lug that prevents 
bending of the smallest 
pipe). Base and handle 
are drop forged. Chain, 
proof-tested. 


The Open Side and 
Hinged Vises have 
bodies of , Certified 
Malleable tron; tool 
steel jaws—accurately 
machined; oval-end 
handies that do not 
Pinch hands. The 
Hinged Vise Fas an 
unbreakable hook-drop 
forged steel. 


The quality and fea- 
tures of these vises 
are typical of all 
ARMSTRONG BROS. 
Pipe Tools—the most 
complete line made— 
for each is an im- 
proved, a more sale- 
able tool. 


Write for Catalog 
Armstrong Bros. Tool Co. 
“The Tool Holder People’’ 


314 N. Francises Ave. 
CHICAGO, U.S.A. 
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Information regarding sources of supply as provided readers of 
Hardware Age by the Who Makes It? Editor is here represented as 
an aid to others in the trade who may be seeking the same articles. 
The inquiries reproduced have been selected because of their gen- 
«ral interest to hardware merchants and buyers. This editorial 
feature in each issue supplements the service rendered by the “Who 
Makes It?” issue published on Sept. 28, 1933. When wrting to the 
firms mentioned, state (hat you saw the product listed in Hardware 
Age “Who Makes It?” section or issue. 











IrnHaca. N. Y.: Furnish address of 
the Unishear Co., manufacturers of 
electric tinners’ tools—C. J. Rumsey 
& Co. 

ANSWER: This firm has beén suc- 
ceeded by the Stanley Electric Tool 
Co., New Britain, Conn. 

* + * 

Yonkers, N. Y.: Who makes the 
Rain Square lawn sprinkler?—C. D. 
Serven. 

ANSWER: Dunbar-Gibson, Inc., 261 
Fifth Ave., New York City. 


* + 


GuitForp, MeE.: Furnish name and 
address of the maker of the B. & H. 
kerosene lamp.—John Scales & Son. 

ANSWER: Bradley & Hubbard Mfg. 
Co., Meriden, Conn. 


ee @ © 


Houma, La.: Provide names and ad- 
dresses of several manufacturers of pa- 
per milk bottle caps.—Est. A. F. David- 
son. 

ANSWER: Diepress Co., Inc., 1 
Clark St., Cazenovia, N. Y. 


* + 


Rauway, N. J.: Who makes the 
Weaver all rubber volley ball?—H. 
Robinson. 

ANSWER: C. B. Webb Co., 200 
Fifth Ave., New York City. 


* + 


Cuarveston, S. C.: Who can fur- 
nish repairs for a Goodwin, Jr., grass 
shear?—M. H. Lazarus Co. 

ANSWER: This product is now be- 
ing made by Dunbar-Gibson, Inc., 261 
Fifth Ave., New York City. 

* * * 

Apert Lea, Minn.: Who makes the 
Jewell food chopper?—Gulbrandson 
Hardware Co. 

ANSWER: Griswold Mfg. Co., Erie, 
Pa. 

* * * 

New York, N. Y.: Where can we ob- 
tain stamped steel pulleys suitable for 
indoor ceiling clothes lines?—William 
L. Blumberg Co., Inc. 

ANSWER: Hart & Cooley Mfg. Co., 
| 61 W. Kinzie St., Chicago, Ill., and 
| Guarantee Specialty Mfg. Co., Cleve- 
| land, Ohio. 





Who Makes It? 


ALLIANCE, Onto: Who makes ma- 
chines that will measure wire cloth, 
hardware cloth and poultry netting?— 
The Allott Hardware Co. 

ANSWER: Way-Jack Co.,  Inc., 
Poughkeepsie, N. Y., and the Marvel 
Rack Mfg. Co., Minneapolis, Minn. 


& ¢ ® 


PittsF1iELD, Mass.: Who makes Dixie 
fire kindlers?—-Peirson Hardware Co. 
ANSWER: Dixie Fire Kindler, Inc., 
Douglas, Ga. 
* * * 

Gouverneur, N. Y.: Provide names 
and addresses of several manufacturers 
of liquid glass frosting—C. P. Collins. 

ANSWER: Rosco Laboratories, 367 
Hudson Ave., Brooklyn, N. Y.; Ameri- 
can Cyanamid & Chemical Corp., 535 
Fifth Ave., New York City, and L. 
Reusche & Co., 2 Lister Ave., Newark, 
N. J. 

* * * 

Decatur, ILtt.: Who makes Presto 
fruit jar lids?—Morehouse & Wells Co. 

ANSWER: Cupples Co., St. Louis, 
Mo. 

* * * - 

York, Pa.: Who makes Toch caulk- 
ing compound?—Anderson Hardware 
Co. 

ANSWER: Toch Bros., Inc., 386 
Fourth Ave., New York City. 


. & 2 


CLEVELAND, OH10: Who makes the 
Dudley combination padlock?—Gross- 
berger Hardware. 

ANSWER: Dudley Lock Corp., 26 N. 
Franklin St., Chicago, Ill. 


* © 


PiattsBurcH, N. Y.: Who can supply 
steam-heated glue pots having five-gal- 
lon capacity?—M. P. Myers & Co., Inc. 

ANSWER: Black Bros. Co., 401 9th 
Ave., Mendota, Ill., and Chas. E. Fran- 
cis, Rushville, Ind. 


& 2 


IrHaca, N. Y.: Who makes a lawn- 
mower with blades and knives operat- 
ing like a mowing machine?—C. J. 
Rumsey & Co. 

ANSWER: Clipper Mfg. Co., Inc., 
Dixon, Ill. 
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Cleveland Designed Flying 
Model of Boeing 247 Plane 


Sold in kit form it is a %-in. scale 
model. [Illustration shows finished model 
itself which measures 5554 in. from wing 
tip to wing tip. An authentic miniature 
of the new Boeing 247’s which carry 10 





passengers and are in use in air travel 
throughout the country. Available in kit 
form only, kit being complete in every de- 
tail. In addition a number of other new 
kit models are offered. Cleveland Model 
& Supply Co., Inc., 1866 W. 57th St., 
Cleveland, Ohio. 


Chief Quick-Dry Spar Varnish 


Made under a new formula, is a resili- 
ent, tough finish reported to stand up 
under many sensational tests, notable 
among them being burning alcohol. The 
maker states that it is impervious to many 





acids, including hydrofluoric, which is 
used to etch glass, hydrochloric, which in 
a weak solution is muriatic, and lye, fruit 
juices, oil heated to over 400 degrees, 
boiling water, ether and gasoline. Chicago 
Paint Works, 4500 W. 14th St., Chicago, III. 





Wooster Molded, Locked 
*“Notax”’? Brushes 


Have a ferrule which serves itself as a 
mold to receive and hold a super-hardening 
liquid binder (cement) which is poured 
into the expansion bead and around the 
bristle knot to form a solid ridge between 
the ferrule and the bristle. It locks the 
entire mass and bristle knot solidly in the 
ferrule. End of bristles comes exactly in 
the center of the expansion bead, making 
it possible for the super-hardening liquid 
binder to lock into the bead and adhere 
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What's New 


for Retail Hardware Stores 


to the bristle knot. Foss-set material se- 
curely holds bristles in position. The 
maker states that by this method a harder 
binding material can be used to secure the | 
bristle knot within the ferrule than is | 
required for the knot itself. The Wooster | 


Brush Co., Wooster, Ohio. | 





Norton Pike Multi-Oilstone 


For sharpening knives and cleavers has 
three Norton Pike (factory saturated) oil 
stones; vitrified bond; three assorted grits, 
coarse, medium and fine, carefully graded, 
extra size—l1% x 2% x % inch. Mounted 
rigidly in heavy cast base with non-skid 
feature. Changes from one grit to anothe 
made instantly. Complete assembly, weigh- 





ing 24 lb. in enameled case with all exposed 
parts heavily nickeled. A simple triangular 
wedge adjustment insures rigidity and per 
fect level of stone in use. Provided witl 
extra oil trough around base. Fourteen 
factory controlled branches offer servicing. 
The maker also offers Multi-Oilstone oil. 
List price, Multi-Oilstone, $19.50, sug- 
gested resale, $13.65. Discount to dealer, 
30-25%. Behr-Manning Corp., Troy, N. Y. 


“Pyrex Brand” Glass Teapot 


Of attractive appearance, is transparent, 
stain proof, heat resisting and may be used 
for cocoa, coffee, hot milk and all drinks. 
Glass bowl, glass cover, ebony black Durez 
handle and chromium band. Has spout in 
top. No. 81, 10 oz. size, list $1.00. Bowl 
only lists at 50c., while cover only lists at 


35ce. Corning Glass Works, Corning, N. Y. 
| 




































STYLE AND 
BETTER LIGHTING 
PRICED RIGHT T00 


New principles of scientific combus- 
tion, new, strikingly beautiful designs, 
fresh, eye-pleasing colors appeal to 
the careful homemaker from both the 
artistic and economy standpoint. 


Radiant Lamps produce pure white, 
eye-saving light that is ideal for any 
room in the house—for work or play, 
reading or recreation. A fine, practical 
gift item for the holidays. 


A BiG RETAIL VALUE 
AND PROFIT MAKER 


Model illustrated lights instantly at a 
touch of a valve—no preheating re- 
— Makes its own gas from or- 

inary gasoline. Produces 300 candle 
power of brilliant, white light—20 
times brighter than ordinary wick 
lamp, at a fraction of the cost. Burns 
96% air—4% fuel. No soot, nosmok , 
no odor. Absolutely safe. 


Parchment shade 14’ in diameter, of 
heavy material, beautifully decorated 
to harmonize with any furnishings. 
with inner mica globe. Easily detache 
burner, scientifically constructed for 
convenience and economy. Extra large 
generator. Two way valve assures 
convenient lighting. Beautifully dec- 
orated brass fount holds 3 pints. Burns 
18 to 22 hours with one filling. Height 
20% inches. * 


Complete with shade, two rayon 
mantles, built-in Eepseee pump, 
strainer funnel and full directions. 


THE RADIANT LINE 


Includes de luxe and utility models of 
graceful, high-powered lamps, as well 
as 300 candle power lanterns and 
self-heating irons. 


New merchandise that attracts buyers 
and sells fast at a good margin. The 
Radiant Lantern is an especially good 
item, appealing to outdoor workers, 
farmers, hunters and tourists. More 
light—lower cost—less trouble. 
TheRadiantSelf-HeatingIron—alabor 
saver for women. Does whole ironin 
for a few cents. More convenient, an 
priced lower than ordinary electric or 
gas irons. Heavily nickel and chrome 
plated. Fix up a Radiant department 
and watch the sales grow. 

Send today for literature and dealer’s 
discounts. 


RADIANT PRODUCTS, INC. 
111 Radiant Bldg., Akron, Ohio 


ADIANT. 
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SELL ROCHESTER 
SASH BALANCES 


The kind that 
has given hard- 
ware dealers 
and their cus- 
h tomers satis- 
faction for over 
25 years. Write 
for prices. 





Rochester Sash Balance Co., Ine. 
Rochester, N. Y. 














MARBELITE 
Signs Sell .... 


They are attractive, well 
made, serviceable, in 
demand and profitable 
to handle. 

Our line is a real money- 
maker. Send for litera- 
ture and prices. 





| The MARBELITE C@. 91 Warren St., N.Y. 








The Mark of Quality 
In Wiring Devices 
The Circle F Trade-Mark is 


your guide and assurance of 
absolutely dependable Elec- 
trical Wiring De- 
vices. Ask your 
Jobber to supply 
you with Circle F 
products, 


Circle F Mig. Co. 


Trenton N. J. 








Ne. 608 Table Tap 











WASHINGTON 






Y] 
BE NEAR— 


the Capitol, White House, Govern- 
ment Buildings, Theatre and Shopping 
Districts Rooms from $2.00 Single, 
$3.00 Double. 


HARRINGTON 


ELEVENTH AND “E” STREETS NORTHWEST 
WASHINGTON, D. C. 
Dovucias C. SHAFFER, Manager 
HARRINGTON MILLS, President 


Good 
Management 











@ is merely the transmission of 


@ the intentions and purposes 


@ of the management through 


@ the staff to the customers 
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Beaver No. 204 Square- 
Built Wheel Cutter 


Made of certified malleable iron and has 
three wheels. Surface ground frame to 
establish true parallel working surfaces as 
the foundation to subsequent machining 
operations. Standard wheels and rollers. 





All parts built at exact right angles to 
each other to give definite assurance of 
“tracking,” says the maker. Ruggedly con- 
structed. Suggested net resale price, 
$10.00 complete. The Borden Co., War- 
ren, Ohio. 


Weed Chain Sales Helps 


Central feature of complete kit is a 
door poster showing a Weed tire chain on 
an automobile wheel with the words, 
“Genuine Weed Tire Chains at New Low 
Prices,” showing in the center of the 
poster. Lithographed in colors, this 
poster is primarily for the dealer’s door. 
The Weed Chain sales help kit includes 
in addition a set of three window stream- 
ers, a lapel button reading “Need Weed 
Chains?”, a price list display hanger and 
a complete catalog and samples of price 
list folders and envelope enclosures. All 
feature the new prices on Weed tire chains. 
Kit available from distributor or from 
American Chain Co., Inc., Sales Promo- 
tion Department, Bridgeport, Conn. 


Stanley Offers 3 Tool Assort- 
ments and Imprinted 


*Pull-Push” Rules 


Chest No. 881, list $5.50, contains nine 
real tools, three miscellaneous items. Chest 
strongly made of good quality lumber, 
black lacquer finished with colorful labels. 
Measures 1714” x 714” x 3”. 


$8.25, similar to No. 881 


No. 880, list 
three inches 


longer with 14 real tools, three miscellane- 
ous items. No. 876, list $11.00, contains 
sixteen real tools, three miscellaneous 
items. Packed in wood chest, 24” x 104%” 
x 4”, Careful reproduction of carpenter’s 
tool chest, lacquered blue and yellow. New 





Stanley tool chest catalog folder available 
to anyone interested contains descriptions 
of 15 sets listing from $4.50 to $75.00. 
Imprinted Stanley “Pull-Push” rules are 
available to customers specifications and 
design filled with an attractive color when 
ordered in quantities of fifty or more. 
Sample of imprinted rule illustrated. For 
sale to supply houses, factories, lumber 
yards, etc., to be presented as Christmas 
gifts to customers and trade friends. Prices 
for imprinted rules vary according to type 
of imprint, quantities, etc. Complete in- 
formation available from Stanley Tools, 
New Britain, Conn. 


“Betty Bright” Electric Lamps 


Available in all wattages and voltages, 
including special 10-watt lamps. Frosted, 
colored and daylight as well as the regu- 
lation white lamps. Guaranteed average 
1000 hours of brilliant light. Rigidly tested. 
Prices, terms and packing available on re- 
quest from the distributor, Parker Mfg. 
Co., 810 Woodland Ave., Warren, Ohio. 


“Pushy Pat” Push Toy 


Illustrated, comprises a dog seated on a 
miniature locomotive. Suggested retail sell- 
ing price, $1.25. Other new push toys in 





the Fisher-Price line are: Pushy Doodle, 
No. 507, list $1.00, and No. 777, Pushy 
Bruno, list 59c. Fisher-Price Toys, Inc., 
FE. Aurora, New York. 


Folder Describes Wilkey Metal 
Adjustable Display 
Compartments 


For modern display tables, cases and 
ledges. Illustrates the lock-key feature and 
an installation of these compartments. In- 
dicates directions for ordering and for 
assembling. Includes catalog numbers of 
brackets, sections and side pieces. The 
Wilke Display Products Co., 9745 Lorain 
Ave., Cleveland, Ohio. 
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Glass Measuring, Cutting 
and Breaking Glass Rack 


Features a cushion gripping device 
equipped with an automatic lock which 
holds the cutting bar open until glass is 
placed at the right length and then is 
released, holding glass firmly and safely in 
place. Glass is then cut, the salvage being 
broken off without moving the glass. The 


cs 
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maker points out that this device makes it 
unnecessary for the operator to touch the 
salvage glass as it falls into a container 
automatically after it is cut and broken 
off. Standard size of rack is for 42-in. by 
48-in. glass. Dealer cost, $16.50. Other 
sizes furnished upon request. Marvel Rack 
Mfg. Co., 2115 Blaisdell Ave., Minneapolis, 
Minn. 





“Display-Light” 


A portable display unit utilizing color 
and light to display merchandise. Pedestal 
of attractive design is easily kept clean. 
Self-supporting tubes of light are mounted 
on pedestal. Universal bracket assembly 
can be used with several different Display- 
Light forms. Illustration shows unit No. 
57. Shelves enable showing of varied mer- 
chandise while materials may be draped 
upon the tubes. The maker states that 
the unit remains permanently cool. Twelve 
standard designs, with tubes available in 
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red, rose and blue. Tubes are interchange- 
able. Operates from any ordinary 110- 
volt a.c. outlet. May be used with d.c. 
with small, economical converter. The Dis- 
play-Light Mfg. Co., 430 Grand St., 
Bridgeport, Conn. 


Chase Console Lamp No. 27010 


With satin chromium finish designed for 
the narrow hall or console table, measures 
2% in. in the widest place. White parch- 





ment shade with silver bands. Suggested 
retail selling price, $7.50. Chase Brass 
& Copper Co., Specialty Sales Department, 
200 Fifth Ave., New York City. 





“Little Giant”? Model Maker 


A miniature machine shop for mechani- 
cally interested children. Set comprises a 
tool with metal shearing jaws and wire 
cutter, punch or perforator, locking nut 
and vise, bending and forming dies, thread 
cutting tool and gage or spacer bar. Tool 
is of high-grade, cold rolled steel, with 
all working parts hardened and tempered. 
Cadmium plate and baked enamel finish. 





Mounted on substantial wood base drilled 
for attachment to bench or table. Enables 
child to design, lay out and make parts 
for models. Set has in addition to tool: 
30 strips flat steel, 12 in.; 12 wire rods, 
50 bolts and nuts, four wheels or pulleys 
and one threading tool. Suggested retail 
selling price per set, $2.95. Dealer dis- 
count, 33 1/3 per cent. Yeager “HY” 
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4500 W. 14th STREET 


CHIEF S222 
VARNISH 


Defies ACIDS Powerful 
Enough to ETCH GLASS! 


Resists BOILING OIL! 


Withstands STRONG LYE! 
DEALERS: Write tor New 


Profitable Plan! 


CHicaGo Paint Works 
CHICAGO 





CHIEF OF ALL VARNISHES 





ceptional offer will help you sell 


details. 





Products Co., Williamsville, N. Y. 





THERE’S 
MONEY IN DRILLS 
SOLD THIS WAY 


In place of loose drills ghaking around in a box, 
you can have this neat hardwood cabinet. A sep- 
arate compartment for every size jobbers’ drill— 
a balanced stock—more of the popular sizes, less 
of the “odd” sizes; nice little metal drill stands 
for the 10 best sellers. Place for you to mark 
your resale price—no wonder this new Jobbers’ 
Drill Kit No. 200 is a “‘natural.” 





You get the cabinet absolutely 
free with an order for the 
Greenfield Drill Kit. This ex- 


more drills at a larger profit. 
Fill out the coupon for complete 











Greenfield Tap & Die Corporation 
Greenfield, Mass. w 


Send me data and cost on your No. 
200 Drill Kit. 
Signed... ere re ae CW 


ee 














Let’s Make Bathrooms Safe 
for Americans 


By SAUNDERS NORVELL 


HE gentle plumber’s art in the 
[Tenia States is supposed to 

have been developed to the 
highest possible point since the dawn 
of history. No other nation enjoys 
with us all the advantages and con- 
veniences of modern plumbing. 

An explorer in South America, 
after spending months in the jungle, 
returned with several of the natives 
to the seacoast. These natives had 
never before seen a modern city. 
What excited their curiosity the most? 
It was the fact that hot and cold 
water could run out of the same 
faucet. 

However, I have just received a 
practical illustration of the fact that 
notwithstanding all modern improve- 
ments in plumbing, a bathroom is 
the most dangerous spot in the world. 
I had to slip, fall and damage my 
knee to make this discovery. After- 
wards | studied this bathroom and 
even if it had been planned as a 
dangerous trap the job could not have 
been done better. The bath tub, a 
white-polished, shining affair, as 
smooth as glass inside and out, was 
set in the wall. There was a shower 
arrangement in the ceiling im- 
mediately over the center of this tub. 
The double set of faucets were all 
low in the wall about knee high. 
Around this bath tub on three sides 
were smooth enamel walls. Outside 
of the tub there was a tile flooring 
as slick as glass. When a_ person 
standing in this tub on a soapy floor 
slipped he had not a chance on earth. 
There was not a handle or a pro- 
jection that could be grasped to stop 
the fall. 

Since “my accident” I have studied 
other bathrooms and with few ex- 
ceptions in modern buildings they are 
all just alike, just traps for accidents. 
Therefore, along the lines of a selling 
suggestion —I am always being 
asked for selling points—I suggest 
to the plumbing fraternity and to 
hardware dealers who carry plumb- 
ing and sell bathroom outfits that 
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they immediately start a campaign 
planning a SAFE BATHROOM! There 
should be handles of some kind 
around the bath tub (especially 
when there is a shower) in line with 
the shoulders. When one is stand- 
ing in the shower a safety handle 
just on the upper edge of the bath 
tub is of no value whatever. One 
would have to stoop to grasp this 
handle, and when the fall starts I 
wish to assure you there is no time 
to do any stooping. 

Of course, we must remember that 
originally there were just bath tubs 
in modern houses. Low down handles 
were all right when one is sitting in 
the tub, but after a while the idea of 
a shower bath over the bath tub 
developed. When these showers were 
added to the equipment it is evident 
from my inspection of a number of 
bathrooms that no consideration was 
given to the matter of safety by 
placing handles higher up in the wall 
surrounding the bath tub where such 
handles could be grasped by persons 
taking a shower. 


Safety Devices 

Several safety devices have oc- 
curred to me in studying this interest- 
ing subject which, of course, I will 
have to patent and put on the mar- 
ket. Also while I have been laid up 
I have made an intensive study of 
the dangers of bathrooms. It is sur- 
prising to note in the papers how 
many accidents occur all the time in 
bath tubs. Then all sorts of things 
happen to people in bathrooms. I 
find from statistics the bathroom is 
the most popular place in which to 
commit suicide. Fortunately for me 
I happen to have several accident 
policies, and in discussing accidents 
and bathrooms with the representa- 
tives of these companies I find that 
the greatest number of accidents on 
which insurance companies pay 
happen in bathrooms. Not only do 
people constantly fall, but they are 
scalded by hot water. The number of 
people who systematically open the 
door in the medicine closet just 


above the wash basin and take a dose 
of poison is a regular thing. In 
most of these cases I am informed 
they reach for the bottle in the dark. 
As a result some drug manufacturers 
are putting up poison in peculiar 
shape bottles so the wrong bottle can 
be told by touch. 

- In my judgment, and I have had 
plenty of time to think it all over 
while sitting in an easy chair with 
my leg carefully elevated, this fall 
of mine should lead to the develop- 
ment of a lot of new business. Sup- 
pose as a result of this article every 
reader should inspect his own bath- 
room. What kind of an accident 
trap have you in your own house? 
All the loved members of your family 
are subject to the danger of your 
bathroom. One might almost be in- 
clined to have painted in fancy letters 
on the entrance door to a bathroom 
as Dante found over the entrance to 
the infernal regions—‘Abandon all 
hope ye who enter here.” 

I am going to make one suggestion 
that may save many falls, especially 
in those bathrooms where there are 
showers. The idea is that it would 
be a simple matter to firmly fix a ring 
in the ceiling over the tub and to this 
ring attach a rope made, for instance, 
of pleated cotton with a nice look- 
ing ball made sailor fashion at the 
end. These ropes, of course, could 
be made in colors to match the bath- 
room. If the showeree would hold 
this rope he would at least break 
the fall if he slipped. This rope would 
hang out of the way, but within easy 
reach of the person taking the 
shower. 

Of course, you will say there are 
rubber mats. If they are used you 
will not slip. In the first place, rub- 
ber mats are very seldom there, and 
in the next place even rubber mats 
under certain conditions will slip. 


One of our great manufacturing com- 
-_panies makes a floor covering to be 


placed under rugs to stop the danger 
of slipping rugs. I suggest that this 
company have its researchers in 
the laboratory turn their attention 
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represent a small but vital item... Protect 
the quality of your product... speciry 
rivets made by Tubular Rivet & Stud 
Company .. . they are true to gauge — 
thoroughly dependable—available in 
various styles and sizes ... The products 
of Tubular Rivet & Stud Company are the 
perfected result of many years of scientific 


~ manufacture ! 








TUBULAR RIVET & STUD CO. | 
BOSTON, MASSACHUSETTS 


The largest factory in the world devoted to A 
the manufacture of Tubular and Clinch Rivets e 
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A NEW DEAL 


onCarrom 
Game Boards 














® Now Sold Direct to the 


Dealer .-- You Reap 
the Benefit! «.- 


For forty-four years Carrom Game Boards have 
proved a never-failing source of sales and profits to 
dealers. Year in and year out, through good times 
and bad they’ve never lost their appeal as fascinating 
fun for children of all ages. And now Carrom has 
made it even more profitable for you to handle these 
perennial best sellers. All Carrom Game Boards 
can now be purchased direct from the factory, elim- 
inating all intermediate profits and passing the ad- 
vantage of this “break’’ on to you. Use the coupon 
for descriptive literature and prices. 


Ghe(arrom (ompany 


ESTABLISHED 1889 
LUDINGTON — MICHIGAN 





THE CARROM COMPANY, LUDINGTON, MICHIGAN 


Dept. H-113 


Gentlemen: Please send me descriptive literature, prices, and 
details of your new deal on Carrom Game Boards. 





to MAKING BATHROOMS SAFE FOR 
AMERICANS. 

In my tin box for many years I 
have had put away several accident 
policies. In all these years while I 
have paid premiums regularly this 
is the first time I have ever been in 
a position to collect. As a matter of 
fact, it had been so long since I had 
seen these policies that I did not 
know just what protection I had, nor 
did I know anything about the condi- 
tions of payment. I have dug out 
these policies and it was interesting 
to read them. They emphasized that 
the company should be promptly 
notified of the accident, so this was 
immediately done. Then I received 
long questionnaires. One mutual 
company in its questionnaire seemed 
to be interested in archaeology, bi- 
ology, genetics and also every other 
known science. When it came to 
family history they just wanted to 
know everything. These question- 
naires had to be filled out not only 
by the victim but also by the victim’s 
doctor. It seems that there are two 
forms of just plain accident insur- 
ance. One for total liability and the 
other following for partial liability. 
Total liability is double partial. Ac- 
cording to total liability you must 
not go to your office, nor must you do 
any business telephoning. In other 
words, you are totally and complete- 
ly knocked out and you cannot do 
anything. When you recover from 
this stage then you go on the stage of 
partial liability. Just how far par- 
tial liability goes it was hard for me 
to figure out. However, I noticed 
that for total liability all the com- 
panies paid for a long number of 
weeks, while for partial liability the 
limit was about one hundred weeks. 
After the time limit the companies 
were no longer interested in your 
case. 

Now, without exaggeration, I 
state that I have been visited by three 
insurance company doctors. Fortu- 
nately in each case they found me at 
home. Then besides these three doc- 
tors, who made a careful examina- 
tion, I had my own doctor. My doctor 
had to report to these company doc- 
tors. Now, my own doctor happens 
to be one of those doctors who is 
right up to date. He has an office 
that looks like the power house of 
the General Electric Company. Of 
course, the first thing was an X-ray 
photograph. I was stretched on a 
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glass table and the injured member 
was photographed right, left, up and 
down. After this photograph was 
taken it was decided that I should 
call daily for electric treatments. In 
these treatments a plate is placed on 
each side of the knee and you are 
given shocks of electricity both pro 
and con. However, this was not 
quite enough. It was a good idea to 
buy an ultra ray electric machine, so 
while you were sitting at home in 
your easy chair you could give your 
knee heat treatments. 

After all of this, and when two 
weeks had passed, as the knee was 
still there, it was decided by my doc- 
tor that what I needed was a plaster 
cast. Now, as I rather enjoyed the 
heat and electric treatments I drew 
the line on the plaster cast. That 
was just a little too much. 


Optimistic Adjusters 


The most optimistic gentlemen I 
ever met are the adjusters of these 
insurance companies. Now the ad- 
juster is an entirely different person 
from the insurance physician. The 
adjuster takes a warm personal in- 
terest in your personality. He calls 
at the most unexpected moments to 
see whether you are at home, or 
whether you have gone to a football 
game. If you are lucky enough to 
be at home when he calls then he 
tells you how well you look, how 
slight the accident was and, of course, 
it will only be a few days until you 
would be able to run a foot race. 
For pure optimism I give these ad- 
justers the prize. In all cases when 
these optimists arrive, I refer them 
to my doctor, the man with all the 
machinery in his office, as I felt quite 
sure the doctor would not let go of 
me easily and I was making even bets 
with myself that the amount of acci- 
dent insurance I get would be more 
than a doctor’s fee, but all this I am 
not certain of, that is a problem that 
has not yet worked out. In the mean- 
time I have looked up an old copy 
of Irvin Cobb’s magazine article on 
“My Operation.” 

Of course, friends have called on 
me and it is surprising to learn from 
them how many have fallen in bath- 
rooms and what a terrible thing it is 
to hurt your knee. Almost all of 
these friends have warned me against 
water on the knee. They have told me 
that it is what is commonly known as 
servant girl’s knee. I have, of course, 


suggested that with the heat treat- 
ment I might evaporate the water 
through the skin out of the knee, but 
the trouble is that while the knee does 
shrink under heat as soon as you 
stop the heat the water seems to come 
back. 

The elevator man in my building 
tells me he was kicked on the knee 
by a horse, was in the hospital three 
months and was permanently dis- 
abled. I then noticed for the first 
time that he walks with a limp. Oc- 
casionally I have been able to take 
a motor trip just to get a little fresh 
air. In driving up and down in the 
city I have been interested in ob- 
serving how many people are lame. 
I see them limp on the sidwalks and 
cross the streets. There seems to be 
a whole world of lame people about 
whom in the past I have been totally 
oblivious. All this just goes to show 
how little we think about what hap- 
pens to the rest of the world until 
something happens to us. 

Probably writing so much just 
about a game knee may cause criti- 
cism, but once before in my long 
literary career I wrote on the subject 
of having a tooth pulled. Modern 
tooth-pulling struck me as being in- 
teresting. I had never had a tooth 
pulled before in an up-to-date man- 
ner. My editors were in doubt as to 
whether tooth-pulling had anything 
to do with hardware, but strange as 
it may seem I received more personal 
letters from hardware men as a re- 
sult of that article about having a 
tooth pulled than anything I have 
ever written. “One touch of nature 
makes the whole world kin.” 

So, therefore, and consequently on 
account of my accident, I could not 
attend the Hardware Convention in 
Chicago. I also missed the Century 
of Ptogress. The week following the 
convention, however, a number of 
hardware men who had attended were 
good enough to call on me at 25 
Broadway and I received many side- 
lights on the convention. Have also 
recently received the hardware trade 
journals commenting on this conven- 
tion. One of these journals does not 
seem to be enthusiastic about the vari- 
ous codes. It was interesting, how- 
ever, to read the various addresses 
by Government representatives and 
hardware manufacturers, jobbers and 
retailers. At least one thing can be 
said about this meeting, there seems 
to be a disposition more than ever be- 

(Continued on page 66) 
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The New Processing Tax 


creates big 







demand for 


these Mills 


Now is the time to sell these effi- 
cient, inexpensive Flour and Corn 
Mills. They pay for themselves 
many times over in savings. Grind 
excellent flour and corn meal. Ad- 
justable to fine grinding or simply 
cracking poultry feed. 


These mills were an excellent in- 
vestment for consumers before the 
new processing tax ... now they 
are almost a necessity. 


Display these mills . . . and 
they'll sell. Order from your 
jobber. 


ARCADE MANUFACTURING CO. 


No. 9081 
FLOUR and CORN 
MILL Freeport, Illinois 








TREASURE 


Buried Where 
Digging’s Easy 
24¢e 


AKE HARDWARE 
AGE your chart 
to help you find the 
way to increased sales. 

















Ideas, tried and suc- 








—~ cessful are deposited in 
— the pages of each issue. | 


A little light digging 
and they’re yours to use | 
and profit by. 








The advertisers, too, 
offer helpful ideas to 
the wide awake hard- 
ware man. 





read 
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[ ncrease Your 
|Sales with 







_—the world’s fastest- 
= ™ selling line of home 
= workshop power tools 


Retail Price Durine fall and gor ‘_or — 
ment, garage and attic workshops 
$14.95 (less motor) hum Be pathy Thousands of 
men in your community interest themselves in wood- 

working for professional purposes or as a hobby. These 

men are your prospects for Driver Power Tools, because 

each desires an electrically driven home workshop that 

* produces finished projects quickly and easily. Few 
hardware lines provide the opportunity for volume 

sales during winter months that the Driver Line offers. 

You profit by the sale of each tool, make additional 

* profit on accessories, and stimulate the sales of other 
merchandise you sell because the rapidity with which 

articles can be made with Driver Tools creates a demand 

for more paint, nails, hand tools, etc. That Driver Tools 

sell quickly is shown by the fact that there are more 

Driver Tools in home workshops than any other make! 


Driver Tools are not expensive 


Although every Driver Tool is made of only the finest 
materials, they are priced within the individual income. 
Volume production enables us to market these machines 
at prices so low as to make them pgpular sellers and ee 
give the dealer quick turnover. The ‘500’ Drill Press 
above, for example, has Jacob's chuck, adjustable table 
8” in diameter, machined steel quill, and will drill to 
the center of 11” circle. The retail price is only $14.95. 
The ‘‘500"’ Lathe below, while retailing for only $12.65, 
has a capacity of 24” between centers. Such feature$ as 
a hollow head spindle, Morse tapers, 6” tool rest are 
included in this price. Attachments for metal turning 
are available. Other Driver Tools compact in design and 
with many mechanical advancements will make 
fast-selling items in your store. Write today for 

further particulars. 


Retail Price 
$12.65 


ae 
WALKER-TURNER CoO., INC. 


5113 Berckman Street, Plainfield, N. J., U.S.A. 

















Further Comment on the Editorial 


“An Extra 10%” 


Baton Rouce, La.—I have read the ed’- 
torial which appeared in the Harpware 
Ace, under heading of “An Extra 10 Per 
Cent to Chain Stores and Mail Order 
Houses Penalizes Hardware Jobbers and 
Dealers.” 

I surely concur with everything that you 
have said in this editorial. Gracious 
knows what will become of the present 
hardware jobbers and dealers if they al- 
low tactics of this kind to prevail. This 
industry (I mean, of course, the hardware 
industry) never knows where its compe- 
tition is coming from next. The furniture 
stores, the wholesale groceries, the whole- 
sale drug companies, the department stores, 
all take quick moving items of our lines 
and make footballs out of them. In fact, 
just this last week we found coffee mer- 
chants selling and delivering electric fans. 

After reading this editorial, I can’t help 
but reflect and think what the manufac- 
turers must think we are. (A bunch of 
numskulls, { guess.) We handle their 
lines from stem to stern, carrying in stock 
both the slow and fast moving articles 
alike, in order to give them fair repre- 
sentation in our immediate territories. 
Then, they elect to pick out fast moving 
articles and sell them to chain stores and 
mail order houses at a lesser price than 
they would us. Some loyalty, I'll say. To 
us, chain stores and mail order houses are 
nothing more or less than ordinary dealers 
or retailers and should be treated as such 
by American manufacturers. 

I have before me now licenses which 
we paid this last year on the amount of 
business we did. They amount to $710.00 
and this is for both wholesale and retail 
licenses for State and County alike. We 
are wondering if these chain stores and 
mail order houses are paying both of 
these licenses. If they are paying on re- 
tail licenses, they should buy as retailers. 
We doubt seriously that either of them 
are paying wholesale licenses; and if they 
are not, why should they be entitled io 
the advantages of a wholesaler? 

I appreciate your forwarding me this 
editorial and as stated above that I wish 
to go on record as approving everything 
you have said and feel as though much 
more could be said and should be said 
in this behalf, as no other industry has 
been discriminated against from all sides 
as the hardware industry. In fact, just 
here in the past few weeks a wholesale 
grocery concern bought a carload of wagon 
material, such as spokes, rims, ete. In 
buyiny this, we feel that they knew noth- 
ing at all about this commodity, but just 
because they saw us selling some of it 
and realized there was a demand, that 
they would take it on and sell it at un- 
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fair prices; thereby, further demoralizing 
our industry. 
I hope that you will keep up your good 
work in our behalf. 
Joun K. Dyer, 
Doherty Hardware Company, Ltd. 


Satt Lake City, Utan.—We are tak- 
ing this opportunity to comment on the 
editorial appearing in the October 12th 
issue of HarpwareE AcE having reference 
to extra concessions enjoyed by chain 
stores and mail order houses. 

We have no quarrel with the mail or- 
der houses or chain stores, as they un- 
questionably have a definite place in ihe 
distribution of merchandise, but for manu- 
facturers to give them a price advantace 
over the jobber-dealer method of distri- 
bution merely places in their hands a 
two-edged tool which is too often used 
to demoralize profits and divert sales from 
the established trade channels. 

We are of the opinion that mail or- 
der houses are retailers and while their 
ability to buy in large volume unquestion- 
ably entitles them to a price in keeping 
with the size of the order, certainly they 
should not in any case be sold at less 
than the jobber’s prices. 

If sold on the basis of the jobber’s 
price and no less, it is our sincere be- 
lief that the jobber-dealer method of dis- 
tribution is strictly competitive and they 
would not be able to seriously handicap 
the independent hardware merchant. 

If by some governmental or other ef- 
fective regulation manufacturers would be 
required to show their correct name on 
all products they make, this whole situ- 
ation could be cleared up in a relatively 
short time, as jobbers and dealers would 
then be able to identify the various man- 
ufacturers’ products found in the stock 
of the mail order houses and chain stores, 





and price differentials would be so glar- 


ing that corrections could be quickly made 


because of the pressure that would nat- 
urally follow from every part of the coun- 
try. 

With the attention of the entire in- 
dustry focused on this highly important 
question we look for an early improve- 
ment if not an entirely satisfactory solu- 
tion to the problem. 

Cuarces L. WHEELER, 
Vice-President & Asst Mear., 
The Salt Lake Hardware Co. 


Tampa, FLia.—Have noted the editorial 
“An Extra 10 Per Cent” and think you 
are absolutely 100 per cent right. I think 
you are doinz a good job and I don’t 
believe that the manufacturers should give 
any inside price to any chain store, na- 
tional jobber or local jobber. I think 
they should all be treated alike. It seems 
to be the only way to do business and 
if the jobbers would withhold placing or- 
ders with those manufacturers who are 
favoring chain stores or mail order houses 
it would have some beneficial results. 

J. E. Roacu, General Manager, 
I. W. Phillips & Co. 


Corpus Curisti, Tex.—It would seem to 
me that the manufacturer would have to 
decide in the near future whether he was 
going to sell the wholesaler and expect to 
get his volume through the wholesaler or 
whether he was going to sell the mail 
order house and chain stores and expect 
to get all of his volume from this source. 

What the manufacturer has been doing 
(a great many of them) is to get his large 
volume of business from the chain stores 
and mail order houses at a low price and 
then expect to recoup his loss or make his 
profit from the wholesaler. 

We concur in what you say in your edi- 
torial “that the chain store and mail order 
house is a retailer” of course, a big re- 
tailer, but surely not a distributor. We 
cannot see where they do any wholesaling, 
as most of them carry no large amount of 
stock in their warehouse. 

If you will talk to manufacturers they 
will tell you that mail order houses order 
goods in small quantities, shipped by par- 
cel post in many instances, directly to their 
stores. It is true they do have some cen- 
tral warehouses, but much of their mer- 
chandise is shipped from the factory to 
the different stores over the United States. 

The chain store man will tell you he 
cannot sell an advertised line at the list 
price or the advertised price. He will tell 
you if he didn’t cut the price the consumer 
would not buy from them. They have 
educated the consumer to believe that 
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Case is FREE with your initial order 


The durable quality of our Half Soles, Top Lifts This balanced assortment of the proven best sellers 
and Oak Strips and the very LOW PRICES talk costs you only $15.00. No charge is made for the 
ECONOMY to every customer. Seeing is buying attractive display case. You sell the contents for 
at these chain store prices. This display case gets $22.70. This gives you a margin of $7.70 on a 
instant attention to this profitable line and makes $15.00 investment. Fill-ins can be ordered from 
sales as soon as displayed. your Jobber whenever needed. 


Display Case Contains:1 doz. Men’s 30¢ sellers, 1 doz. Men’s 25¢ sellers, 1 doz. Men’s 20¢ sellers, 1 doz. Boys’ 20¢ sellers, 1 doz. 
Men’s 15¢ sellers, 1 doz. Women’s 15¢ sellers, 1 doz. Men’s and Boys’ Top Lifts 10¢ sellers. Also 10 lbs. of Assorted Thickness 
a Oak Sole Leather Shoulder Strips 6% and 814 inches wide. (Cost you 32¢ per lb. Suggested Retail Price 65¢ 
per Ib. 


Order now and display this Coul Assortment while customers are planning to save money on shoe leather for Winter. 
Order from this advertisement and mention your Jobber’s name. 
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Y a thousand belts per hour are laced 
with Alligator Steel Belt Lacing, day in day 
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a hammer as the only tool; the hammer-clinched, 
vise-like grip on the belt ends, preventing friction 
of the plies; the patented, sectional, steel rocker 
pin which absorbs friction in the hinged joint; 
the great surplus of strength and long service— 
only Alligator Steel Belt Lacing combines these 
features which make it the choice of millions of 
belt users. Smooth on both sides. Easily separable. 
Reliable both on light and heavy 
duty drives. Eleven sizes. Made also 

in Monel Metal. 
Order through your jobber. 
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STEEL LACING CO. 
4616 Lexington Street, Chicago 
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when they come to their store to buy they 
will be given a cut price on the adver- 
tised article and many manufacturers will 
tell you that they tell the mail order house 
that it is entirely satisfactory to cut the 
advertised price as much as 15 per cent. 

There must be a showdown some of 
these days in the matter of the manufac- 
turer selling the chain store and mail or- 
der house at a lower price than the whole- 
saler can buy for and in turn sell to the 
independent hardware merchant. We won- 
der what the manufacturer would do if all 
of a sudden every independent hardware 
retailer was to go out of business—we 
wonder if the mail order houses and chain 
stores could support these manufacturers. 
There are a few mighty fine manufactur- 
ers who come out in the open and tell the 
wholesaler that they do not and will not 
sell mail order houses and chain stores 
at any price, and these manufacturers 
should have the support and cooperation 
of the independent merchant and the 
wholesaler, but those manufacturers who 
try to carry water on both shoulders should 
be left to the chain store and mail order 
house for their livelihood. 

We hope it will not take too long to get 
this whole matter straightened out, because 
there has been too much talk and too little 
action along the lines of manufacturers 
selling mail order houses and chain stores 
and trying to sell the hardware wholesaler, 
who distribute their goods to the independ- 
ent retailer. 

Oscar J. Koepke, Sec’y-Treas. 
Corpus Christi Hardware Co. 


Concorp, N. H.—It appears that the 
formation of the codes has unmasked three 
of our big brothers, the chain systems, the 
mail order house and the metropolitan 
dealer whose volume was $100,000 per year 
or more. 

Of course we smaller dealers had no 
idea the manufacturers would sell these 
big brothers of ours at 10 per cent below 
the price to the legitimate wholesaler. 

We were led to believe their smart 
merchandising and lower distribution cost 
accounted for their apparent advantage. 

To find out that it was an extra discount 
secured from manufacturers who were 
playing both ends and the middle was in- 
deed surprising. 

Now that these brothers have started 
to cry when it seems certain that this un- 
fair advantage is to be taken away from 
them it is encouraging to us _ smaller 
dealers. 

That the most economical channel of 
distribution is from manufacturer to whole- 
saler to retailer will be proven now that 
this channel is to be freed of this extra 
load it has recently been obliged to carry. 

The retail hardware dealers can well 
afford to pay the extra expense of NRA 
adoption for bringing this state of affairs 
to light. 

W. K. Garpner, 
Capital Hardware Co. 


Ext Centro, Cat.—I have read the edi- 
torial with reference to preferential prices 
from manufacturers to chain stores and 
mail order houses. 
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I have always tried to be fair in this 
matter and while a good many people 
have always contended that they should 
not receive jobbers’ costs, I have always 
said that when they do the function of 
both groups, they should be entitled to 
the lowest jobbers’ prices, providing ship- 
ments are made direct to central ware- 
houses and not in small lots to their re- 
tail stores. 

On the other hand, they are certainly 
not entitled to any better price than a 
jobber. It is true that it costs the manu- 
facturers less to sell these groups than it 
does the jobbers, but the jobbers give the 
manufacturer service in that they popu- 
larize and build up a demand for such 
products which would be worth just as 
much to the manufacturer as the larger 
shipments and elimination of certain sell- 
ing expenses would amount to. 

I sincerely hope you will do all you 
possibly can to bring pressure on the man- 
ufacturers toward the elimination of pref- 
erential discounts or any sort beyond job- 
bers’ costs to these people. I feel if they 
are put on the same basis as jobbers, that 
the jobbers and retailers should have no 
complaint, but it is very evident that if 
they obtain a lower cost, it will make com- 
petition almost impossible to meet. 

Howarp P. Meyer, President, 
Imperial Valley Hardware Co. 





Lone Beacu, Cat.—We think the edi- 
torial regarding the extra discount which 
some manufacturers are giving to chain 
stores and mail order houses very timely 
and very justifiable. We can see no rea- 
son or justification for lower prices to 
these two groups than to the distributor 
or jobber, and our own viewpoint is that 
their price should be somewhat above the 
price given to distributor or jobber. If 
they are given a better price, it can mean 
only one thing and that is that “quantity 
absolutely controls price” and this mani- 
festly would sooner or later eliminate all 
jobbers and smaller retail dealers; and as 
the small retail dealers and the small job- 
ber could better serve their field than the 
mail order houses or chain stores, we be- 
lieve they should not be eliminated. It 
seems to us that the chain stores and mail 
order houses are retailers in every sense 
of the word; their only claim for any spe- 
cial consideration being the quantity which 
they buy, and under no consideration 
should they -enjoy better prices than the 
jobber or distributor. 

We hope that you will continue to give 
publicity to this discrimination by those 
manufacturers who favor chain stores and 
mail order houses, so the regular jobbers 
and dealers can buy their supplies from 
those manufacturers who do not discrimi- 
nate against the jobbers and dealers in 
the distribution of their merchandise. 

Geo. W. Anperson, President, 
American Wholesale Hardware Co. 


ALBuQueRQuE, N. M.—We think hard- 
ware wholesalers and retailers should not 
be penalized through special extra dis- 
counts to chain stores and mail order 
houses. This is unfair and unwarranted, 
and the manufacturer who gives this pref- 


erential to chain stores and mail order 
houses is directly contributing to price- 
cutting, which threatens the very existence 
of their most important customers, the 
wholesale hardware distributors. 
Max Norpuaus, President, 
Charles Ilfeld Co. 





ALEXANDRIA, La.—Thank you for the 
editorial “An Extra 10 Per cent.” 

The codes being submitted by various 
industries are, in many cases, admitting 
an unfortunate and unfair condition exist- 
ing in the system of distributing merchan- 
dise. Chain and mail order houses have 
often been given concessions which made 
it impossible for the independent dealer, 
the distributor’s customer, to compete— 
such concessions going “An Extra Ten 
Per Cent” and more beyond the distrib- 
utor’s cost. 

I have long contended that “Something 
would happen—something must happen” 
to prevent the elimination of the inde- 
pendent dealer and distributor from the 
picture. It has happened, and we now 
have an opportunity, with such valuable 
help as is being given by Harpware AGE, 
to ultimately have adopted codes of fair 
practice which will properly classify the 
retailer and the distributor according to 
the service they perform. The distributor 
cannot exist without the independent re- 
tailer, and the retailer cannot exist on the 
sale of trunk locks and speying needles. 
The chain store, with its extra conces- 
sions, whips him to death on the merchan- 
dise that SELLS. 

F. C. Barxspate, Vice-President, 
Brown-Roberts Hardware & 
Supply Co., Ltd. 





Wituramson, W. Va.—We heartily ap- 
prove of your stand on “An Extra 10 Per 
Cent” and will lend our every effort to its 
support. 

A. P. PEersINcer, 
Persinger Supply Co., Inc. 


Scuenectapy, N. Y.—The editorial in 
the current issue of HarpwarE ACE is a 
very excellent article and if consistent, it 
would be appreciated if you could send 
us about two dozen more copies of this re- 
print and we will pass them out to deal- 
ers who are interested in propositions of 
this kind. 

H. C. RicuTer, 
Clark Witbeck Co. 





LareDO, Tex.—I have read with interest 
the editorial “An Extra Ten Per Cent.” 
This is nothing new to me. This firm has 
had this to contend with in Mexico and I 
will just mention a recent transaction. 

A very small retail concern to buy di- 
rect from the manufacturer bought several 
hundred dollars’ worth of their merchan- 
dise; his purchases are once a year and 
he bought at VERY MUCH LESS than we 
could buy from the same factory at the 
wholesale jobbing price we were entitled 
to, and we had been buying from this same 
factory an average of over $5,000 a year. 

Cuartes Deutz, 
A. Deutz & Brothers. 
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Macon, Ga.—Have just finished reading 
your editorial in regard to special favors 
to be shown chain stores and mail order 
houses, and view this proposed program on 
the part of the manufacturers with very 
much alarm. 

Unless the legitimate jobber and retailer 
can be placed on an equal basis with the 
chain stores and mail order houses, I feel 
that sooner or later the results will prove 
disastrous to the entire country. When 
you take into consideration the fact that the 
legitimate merchants are very much in the 
majority, and also the enormous amount 
of merchandise that they distribute to the 
independent dealer in an economical way, 
you can readily see that we occupy a very 
necessary position in the scheme of things. 

Also the fact that we, the jobbers, give 
employment to an enormous number of 
tax-payers, and they with ourselves con- 
tribute very much to the daily business 
life in the communities in which they are 
located. Believe any disadvantage which 
the local jobber is compelled to work un- 
der, will sooner or later prove very disas- 
trous to the community at large. 

Hoping there will be a reconsideration 
of this penalty to be imposed on us, we 
are 

A. M. Peeter, President, 
Dunlap-Peeler Hardware Co. 





Winston-Satem, N. C.—Referring to 
your editorial concerning the attitude of 
certain manufacturers forming codes for 
their industries, you have done the old 
hardware distributing system a favor in 
bringing this condition to their attention 
and it is the writer’s opinion that if all 
of the organizations, representing the old 
system, continue to oppose the unfair disad- 
vantages some of the northern manufac- 
turers are trying to place on the jobbers 
and retailers, a large majority, if not all 
of these unfair privileges will be elimi- 
nated from the system of distribution. 

It is the writer’s opinion, that if the 
NRA does nothing else for the hardware 
trade, than eliminate all of these inconsis- 
tencies, it will be worth more than its cost. 

We realize that there are two sides to 
every question and we do not blame the 
manufacturers entirely for the present con- 
ditions, which have been built up during 
the past fifteen years and had it not been 
for something similar to the NRA in 
bringing these conditions out in the open, 
the jobber and retailer would eventually 
have been eliminated. 

It is the writer’s opinion also, that the 
system which has grown up during he past 
10 or 15 years, of the manufacturer sell- 
ing the retailer direct, that many of the 
items they buy in quantities at jobber’s 
prices, has been very detrimental to the 
dealers themselves. Largely, on this ac- 
count, the jobber’s overhead has been 
forced higher each year, until it has gotten 
to the point that we believe it is uneco- 
nomic. While the dealers have felt that 
they have been saving money by buying di- 
rect on the heavier items, they have been 
forcing the jobber’s cost of doing business 
higher each year, which naturally means 
that he must add a longer margin on the 
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items that he does distribute. A condition 
which means that the dealers will simply 
save money on one grade of purchases and 
lose it on others. 

It is the writer’s opinion that if the 
NRA eliminates this unfair situation in 
favor of the chain and mail order houses, 
that the hardware jobber and old line re- 
tailer will come back into their own and 
ultimately reduce or eliminate a large part 
of this unfair competition. We do not be- 
lieve that the organizations employed by 
the average chain and mail order stores 
can compete with the hometown merchant 
on an equal basis. 

W. N. Dixson, President, 
Brown-Rogers-Dixson Co. 





CLEVELAND, Ou1o.—I thoroughly agree 
with the Editorial published in the recent 
issue of the HARDWARE ACE. 

I think that mail order houses and chain 
stores are doing more to disrupt what the 
entire industry is attempting at this time 
to establish, namely; a stable market, than 
any unit in the merchandising field. 

As we understand they are asking man- 
ufacturers to extend to them a discount of 
10 per cent beyond the jobber’s cost. It 
is generally understood that manufacturers’ 
prices to Class A jobbers representing the 
market on the class of the merchandise he 
manufactures and should be the lowest 
price at which he sells. 

In order for the jobber to remain in 
business, it is necessary that he have a 
profit for the service he renders. Also, 
the retailer, who buys in dealer units and 
breaks his purchases into consuming units, 
is entitled to a profit. In general we do not 
think the catalog house is asking for this 
10 per cent because they feel the merchan- 
dise is not worth the market price, their ob- 
ject is to gain this 10 per cent advantage in 
the field that they may undersell all, others. 
Should this 10 per cent be granted by all 
manufacturers, it would be only a short 
time before jobbers and retailers would be 
forced out of business. We understand it is 
the object of the NRA to place labor 
and all business on an economical and 
profitable basis. I cannot see but that 
giving chain stores and catalog houses en- 
gaged .in the retail business the preference 
they ask threatens the very existence of 
both wholesaler and retailer. Were they to 
sell on an equal basis with other retailers, 
there would be more justice were they to 
pay 10 per cent additional rather than 10 
per cent less. 

L. H. Weser, 
The Geo. Worthington Co. 





Sauina, Kan.:— We are greatly in- 
terested in your editorial in a recent issue 
of Harpware AcE on the subject of “An 
Extra 10 Per Cent to Chain Stores and 
Mail Order Houses Penalizes Hardware 
Jobbers and Dealers.” Your splendid ar- 
ticle sets out in plain, terse statements, the 
technical objections to this unethical prac- 
tice, and the concluding sentence tells the 
story in a “nut shell” when you propheti- 
cally envisage the destruction of wholesale 
and independent retail hardware mer- 
chants, if this serious danger is not elim- 
inated by just and proper code set-ups. 


There is a phase in the consideration of 
this unjust practice of discrimination 
which prompts us to direct thought to the 
threatened danger to our National social 
fabric, and from the experiences of the 
past four years, sensible men and women 
must conclude that a disintegration of con- 
centrated power must occur in many ac- 
tivities in our national life and method. 

The depression which has afflicted our 
nation ,to a degree never heretofore ex- 
perienced, was primarily caused by a 
greedy lust for power and preeminence by 
so-called kings of finance, captains of in- 
dustry, and super-politicians whose dis- 
credited records are now a by-word and a 
reproach in the minds of decent people. 

Millions of dollars have been wrung from 
thousands of our citizens, including the 
aged, dependent orphans and widows, to 
be drawn into the abyss of lost hopes by 
the power and influence of these malefac- 
tors of wealth, these ambitious Napoleons, 
these despoilers of the right to “life, lib- 
erty and pursuit of happiness” of our 
common people. 

It is high time, therefore, that instead 
of a continuance in the growth of concen- 
trated power over our people, pointing di- 
rectly to a condition of master and 
slaves, there must be a trend the other way 
and the King Kongs of industry and com- 
mercial life must be curbed, else they will 
destroy the prerogative of liberty and op- 
portunity of the great mass of our citizen- 
ship. 

Continuity of equal privilege in our na- 
tional outlook is most dangerously threat- 
ened by present and prospective inequali- 
ties, and unless the greed of these extra- 
privilege seeking racketeer, so thoroughly 
expressed in your editorial, is not brought 
to a conclusion of equitable adjustment, 
well might the rest of us drop out of the 
picture and obsequiously pay tribute in 
sweat and toil to their tyrannous rule of 
live but NOT let live. A thorough smoking 
out of the manufacturers who ruthlessly 
disobey proper articles in the scheme of 
true and tried distributive methods should 
be forthcoming. Their exposure to the light 
of public gaze would at least put them in 
the class of Jekyl and Hyde, where they 
belong. 

Cuartes L. Scuwartz, President, 
The Lee Hardware Co. 





Bancor, Me.—I have read with a 
great deal of interest your editorial in the 
HarpwareE AGE of October I2th. 

I can see where the manufacturer would 
feel that he was justified in giving the 
wholesaler’s cost to a large chain or mail 
order house, if he believed they were do- 
ing a combined wholesale and retail busi- 
ness, but how any manufacurer could jus- 
tify selling either group at a price less 
than the wholesaler’s price I cannot under- 
stand. ‘ 

We would not knowingly give our busi- 
ness to any manufacturer who gave a price 
to chain or mail order houses less than 
that quoted us. 

F. E. Brace, 
N. H. Bragg & Sons. 
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Sell Them 
by the set 





ee 


Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the users. 





It isn’t hard. Every mechanic needs the entire set in hig work, and it 
resolves itself to a question of selling him once or seventeen times. Bring 
out the value of the case, its use in keeping the bits in order and near at 
hand, preventing loss, etc. Try 

Forstner Bits are the only bits that are not dependent on a center or a 
level to guide them. They cut from the outer rim. The entire surface is 
at work all the time, no jagged ends; every part of the work is smooth and 
polished. They bore their way through hard, knotty, cross grained wood, 
leaving a smooth hole and clean, polished surface. 

Let us send you catalogues. Order through your jobber or direct. 


The Progressive Manufacturing Co. 
TORRINGTON, CONN., U. S. A. 














CORBIS 


Stove, Tire, Sink BOLTS— 
Wood, Drive, Coach, Machine, 
Set, Cap, Thumb SCREWS 
Special Automatic Screw 
Machine Products 
U.S.S., S.A.E. Plain, S.A.E. Cas- 
—< aha reg OD cnine 
ers’, Register. ety, Furnace, 
Ladder, Sash CHAINS 
Escutcheon Pins 
Speedometers Tachometers 


THE CORBIN SCREW 
CORPORATION 


STOVE 
BOLTS 


THE AMERICAN HARDWARE 
CORPORATION, SUCCESSOR 
New Britain, Conn. 


Warehouses: 
New York 
Philadelphia 


Chicago 
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COUNSELOR 


offers the HOUSEWIFE 
A QUALITY SCALE at the 
Lowest price ever known! 















[t’s the ladies’ choice because it is attractive, light in weight, 

because it carries a five-year guarantee, and because it is the 

lowest-priced scale ever known. Sold by leading jobbers everywhere. 
LET US SEND YOU A SAMPLE 
BATHROOM SCALE AT OUR RISK 

If it isn’t the biggest value you ever saw . . return it at 

our expense! 

THE BREARLEY COMPANY Rockford, Ulinois 

Represented in New York by 
LOEB-STERN, Ine. 



















19 W. 23rd St. 
















UNRETOUCHED PHOTO 1” MESH NO. 20 WIRE 


Mu tipLe Continuous Twist by the 

Wright power looms gives regular 

hexagonal mesh, securely and perma- 
nently locked in place. 


All Wright products are made from copper 
bearing steel. 


G. F. WRIGHT STEEL & WIRE CO. 


W ORCESTER, MASSACHUSETTS 






WIRE CLOTH CHAIN LINK FENCE 
WIRE CLOTHESLINES 


WIRE NETTING 
WIRE LATH 








Macon, Ga.—Have just finished reading 
your editorial in regard to special favors 
to be shown chain stores and mail ordet 
houses, and view this proposed program on 
the part of the manufacturers with very 
much alarm. 

Unless the legitimate jobber and retailer 
can be placed on an equal basis with the 
chain stores and mail order houses, I feel 
that sooner or later the results will prove 
disastrous to the entire country. When 
you take into consideration the fact that 
the legitimate merchants are very much 
in the majority, and also the enormous 
amount of merchandise that they distribute 
to the independent dealer in an economical 
way, you can readily see that we occupy a 
very necessary position in the scheme of 
things. 

Also the fact that we, the jobbers, give 
employment to an enormous number of 
taxpayers, and they with ourselves con- 
tribute very much to the daily business 
life in the communities in which they are 
located. Believe any disadvantage which 
the local jobber is compelled to work 
under will sooner or later prove very dis- 
astrous to the community at large. 

A. M. Pereter, President, 
Dunlap-Peeler Hardware Co. 

San Dieco, Cat.—We have followed with 
a great deal of interest recent develop- 
ments in connection with manufacturers’ 
codes as they relate to the classification of 
the various types of distributors, and we 
note with much concern the tendency on 
the part of some groups to give the mail 
order houses and large chains better prices 
than they give the regular hardware job- 
ber, who is expected to service and co- 
operate with the local retailer. 

We also note an increasing tendency in 
many quarters to adopt a quantity sched- 
ule of prices which gives a tremendous 
advantage to the mail order houses and 
large chain stores. 

Anyone who believes that any manufac- 
turer can favor one type of distributor 
over the other and expect to share the 
business of both does not know the present 
temperament of the retail and jobbing 
trade. As far as we are concerned, we 
have for some time adhered to the policy 
of patronizing no manufacturer who fur- 
nishes his product to such chain organ- 
izations cheaper than we can buy it. 

We also believe that any attempt to leg- 
islate the independent dealer and jobber 
to the advantage of other types of dis- 
tributors will end up in ultimate loss to 
the manufacturing groups in question. We 
do not belong to the group that can see 
no justification for types of business or or- 
ganizations that do not follow our method 
of doing business. We are perfectly will- 
ing to recognize the fact that all of these 
various types of organizations are in busi- 
ness and are probably going to stay in 
business indefinitely, but we do believe 
that any system of selling that does not 
recognize the functions performed by the 
various groups is going to result in ulti- 
mate failure. 

P. H. Davenport, Vice-President, 
Western Metal Supply Co. 

Spartansurc, S. C.—We heartily agree 

with the remarks in the editorial “An 
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Extra Ten Per Cent” and consider it an 
injustice, and you may rest assured that 
if we find any manufacturer treating us as 
outlined in this editorial we certainly shall 
buy our goods elsewhere. Any jobber that 





will patronize a manufacturer who will 
take advantage of them in this manner 
will be cutting his own throat. 

E. G. KirtLey, 

Montgomery & Crawford, Inc. 





Let’s Make Bathrooms Safe 


(Continued from page 58) 


fore to “get down to tacks and to 
speak plainly on some of the prob- 
lems of the trade. That is one good 
thing about the proposed codes. It 
is bringing a lot of things out of 
darkness into light. Whether the 
code system proves ultimately to be 
permanent or not there is no doubt 
in my mind that the thorough over- 
hauling the trade has received in all 
of its departments and methods will 
have a good and lasting effect upon 
industry. Our minds, at least, have 
been cleared up on a good many 
points. Facts have been established 
that were not known definitely be- 
fore. There were many rumors in 
the trade, but much of this was 
thought to be gossip. Much of this 
gossip and many of these rumors 
have been proved to be true. 

After all it seems to me the gen- 
eral shaking down that industry has 
had by the Government will prove to 
be of lasting benefit to the country 
simply because it has cleared the 
atmosphere. All of us who have 
read carefully what has been pub- 
lished in the past few months must 
certainly be clearer headed as to the 
things that have been going on in 
this country. 

This was one of the best attended 
conventions on record. There is a 
good deal of cornplaint, however, 
that it was very difficult to find the 
people you wished to see. One man- 
ufacturer told me he was not able 
to find one half of his customers. It 
seems to me at future conventions 
some member of the hardware brains 
trust should work out a Bureau of 
Engagements. Both manufacturers 
and jobbers could register at this bu- 
reau just when and where they could 
be found during the day, something 
along the lines of office hours. Then 
at least their friends could reach them 
by telephone and make engagements 
for other times. 

I suppose, of course, there were 
the usual room parties, but I have 
heard very little on this subject. 
Probably these parties were scattered 
and many of them devoted “room 
time” of evenings to visit the Fair. 


That must have been an interesting 
joint manufaetirers’ and jobbers’ 
meeting where it is reported so many 
manufacturers suddenly became mem- 
bers of the disappearing club. 

There was even gossip of a seced- 
ing number of jobbers with the idea 
of establishing another association. 
There has been more gossip to the 
effect that the interests of the very 
large jobbers and the smaller local 
jobbers were not identical and that 
the small jobbers, therefore, should 
establish an association of their own. 
There was another story of a new as- 
sociation that has just been formed, 
composed of dealers whose business 
is in the twilight zone between job- 
bing and retailing. These dealers are 
frankly jobbers and retailers. One 
of my visitors predicted that more 
would be heard from this class of 
dealers in the future. It was stated 
to me that many of the concerns in 
this new organization were very live 
wires; in fact, that they were “com- 
ers” in the hardware business. We 
will have to watch this evolution. 

Of course, the universal question 
was, “How’s trade?” Not quite up 
to expectations for September and 
October. However, the general feel- 
ing of those from whom I have heard 
and those I have met is one of hope- 
fulness. Except in one class of trade 
there seems to be no disposition to 
criticize the Government unduly in 
the handling of the new code system. 

In reading and listening the thing 
that constantly keeps coming up in 
my mind is now that the first stages 
of codes is about past, we will soon 
enter the state of code enforcement. 
In other words, code discipline. This, 
in my judgment, will be a very seri- 
ous problem to handle and one that 
will require not only much patience, 
much desire for the general good, but 
a very broad-gaged and intelligent 
view of the business situation. It is 
just this character of thinking that 
we have missed in the past. 

A DEPRESSION IN THIS COUN- 
TRY WOULD BE IMPOSSIBLE IF 
ALL OF US FOLLOWED THE 
GOLDEN RULE. 
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your own 
Consumer's 
Buying 
Campaign 
by featur- 
ing DIETZ 
LANTERNS 
NOW. There 
are a good 
many folks 
in your 




























Don’t Let Its Size Fool You 


@ It has the power of an operator several times 
bulkier. It has all the features—automatic locking at any 
point; does not interfere with fly screens; silent in oper- 
ation; 3!4 turns of the handle to swing casements a full 
90°; and it can be mounted on the narrowest casements. 
Neat — compact — powerful —a typical Rixson product. 
Specify Rixson No. 94 Casement Operator. 










Write for current catalog information 


neighbor- | — | THE OSCAR GC. RIXSON COMPANY 
hood that aN [| ———— | 4450 Carroll Ave. Chicago, Ill. 


d - New York Office: 2034 Webster Ave. 
nee new ——F Philadelphia Atlanta New Orleans San Francisco 
\igaaas | 
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R. E. DIETZ COMPANY KIJOYIYN 
Perea = HARDWARE SPECIALTIES 


put Distributed Through the Jobbing Trade Exclusively 





































@ Radio Sets are coming 
off the shelves. Burgess “B” Bat- 
teries are going to be used. Their Chrome 
Formula assures longer life. Tubular cell con- 
struction defies hard service. Prices at 1933 levels. 
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BURGESS BATTERY COMPANY 
Engineers and Manufacturers of Acoustic and Electric Products 
Battery Division—FREEPORT, ILL. Acoustic Division—MADISON, WIS. 
NEW YORK CHICAGO ATLANTA KANSAS CITY, MO. 
BOSTON MINNEAPOLIS SAN FRANCISCO LOS ANGELES 
IN CANADA, NIAGARA FALLS AND WINNIPEG 





MIDDLETOWN, NEW YORK 
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American Steel & Wire 
Offers Handy Nail Calculator 


With reinforced hole to hang on wall 
for reference purposes. Movable disc 
covers thirteen different types of nails, 
and brads. Front of calculator which is 
printed in colors shows comparative gage 
of wires and illustrates cartons used for 





Hamilton Beach 
Safety Night Light 


For the bathroom, nursery, hall, sick 
room, house number, where an all-night 
light is desired. Comprises transformer 
enclosed in a Plaskon shell. Transformer 
steps down the current from 110 volts 
A.C., 60 cycle, to proper voltage for a 
flashlight bulb. The maker says of the 
light’s current burning, “if only this light 
is turned on, ordinary meters will not 
turn; when used on the same line with 





wire brads and wire nails. Under each other current consuming devices it adds 
size and classification the dealer may about 1% watts per hour to meter read- 
determine: extra over base, length, gage, ing.” Uses 3.8 volt Mazda flashlight bulb. 
approximate number to pound and on Packed in individual cartons, six to a dis- 
some sizes the diameter of the head. play carton. Two ivory, two blue and two 
Available from American Steel & Wire Co., green in each carton. Said to fill room 
Literature Department, Room 1404, 208 with a soft moonlight glow, making all 


objects visible yet not interfering with 
sleep. Suggested retail selling price, $1.00. 
Hamilton Beach Mfg. Co., Racine, Wis. 


S. LaSalle St., Chicago, Il. 


Three G. E. Clocks 


“Little Hostess,” model AB3F54, sel : 
; _ <i yea “Racine” Door Guards and 
kitchen clock, Beetleware case, 5% inches 


high. Colors, green or black with chrome Window Ventilating Locks 
trimmings, ivory with gold finished trim- 





“Wedge-Tite,” list 10¢, stops rattle and 
lifts off when not needed. No. 120, packed 
on cards, 12 to the box. Dull brass finish. 





mings. The “Debutanté” model AB4F52, 
French easel type clock. Chrome or gold 
finish case with polished metal numeral 
band to match set in jet black background. 





Racine Jr., window ventilating lock illus- 
trated, list 10¢, allows top or bottom sash 
to be opened. Can be ‘thrown out of 
action instantly. Packed on cards 12 to 
the box, No. 15 dull brass finish, No. 12, 
old copper finish without cards, 24 to the 
box. “Racine” Door Guards available in 





Cast 5 inches square. The Executive model 
AB8B-02, handless clock records time by 
moving numerals. Textolite case, 6% 
inches high. Colors, brown with decor- 
ated, oxidized bronze face plate. Black 
with decorated oxidized silver face plate. 
Three models self starting. Merchandise 
Department, General Electric Co., 1285 
Boston Ave., Bridgeport, Conn. 
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notched and plain types, dull brass or old 
copper finish, packed in boxes of six. 
Notched type, illustrated in open position, 
has notches in arm and wire loop permit- 
ting locking of door in partly open posi- 
tion for ventilation. Drive and regular 
screws furnished with each guard. Plain 
type guard serving as a quick and positive 
lock with simple twist of thumb piece. 
Drive and regular screws furnished with 
each guard. Racine notch type, 60 D.B. 
and 50 O.C., list at 60¢, while the Racine 
plain type 060 D.B. and 505 O.C. list at 
50¢. Racine automatic window ventilating 
locks 25 D.C. and 22 O.C., list at 45¢. 
Racine Junior window ventilating locks 15 
D.B. and 12 O.C. list at 25¢. The Henry 
Ernst Mfg. Co., 180 N. Wacker Drive, 
Chicago, III. 


Croquet Kit 


Has advantages for display purposes. At 
the top of the kit are the stakes and arches. 
Stakes hold mallets in place while the two 
handles of the lower mallets hold the balls 





in the trough so that they cannot get out 
and roll. Handle at top of kit permits easy 
handling and carrying of kit. Twenty-seven 
Challenger Brand Croquet Sets are avail- 
able in this kit at no extra cost. Crane & 
MacMahon, Inc., St. Marys, Ohio. 


Central Control Stand 

For X-Ring Shooting Game 
Permits operating all five targets of the 

standard complete unit. Equipped with a 


sturdy wooden seat for the target operator 
it is completely collapsible for easy han- 








dling. May be set up or taken down right 
in the field or range in three minutes or 
less. Fast winding drum reel for each 
operating cable. Full particulars on this 
stand as well as on the complete X-Ring 
target units available from N.R.A. Service 
Co., 827 Barr Bldg., Washington, D. C. 
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McKINNEY Carded Hardware 


Displayed on open tables, McKinney Carded Hardware commands instant 
attention and sells itself. The McKinney line comprises 32 quick-selling 
items mounted on attractive cards, complete with screws, to retail at 5 and 
10 cents per card. 





All items are finished in either dull Brass or Cadmium to meet the popular 
demand. Packed 1 doz. of each of the 32 items in a box—12 boxes in a carton. 
Every item a fast-moving staple. Popular assortment packing in Lot A and 


Lot B. Send for Folder and Discounts. 


McKINNEY MFG. CO., N.S. PITTSBURGH, PA. 











GOLD OR ALUMINUM ENAMEL 
“A twist of the wrist and it’s open” 


Most revolutionary improvement in the history 
of Combination Bronze Packages. A standout 
sensation in looks and value. Priced below 
competition, this new modern package sells 
on sight. Contains the finest gold leaf 
finish powder, and an improved heatproof 
bronzing liquid. 

Order from Your Jobber 

Jobbers: Write for Discounts 


THE SHEFFIELD BRONZE POWDER & STENCIL COMPANY 
5817 Kinsman Road, Cleveland, Ohio 

















Hardware Dealers 
can get these buyers phere nss gare are 





Women everywhere know the new for everybody! The same excellent serv- 
M ice, the same luxurious appointments at 
oore Pittsburgh’s finest hotel. All rooms with 


Aluminum Push-Pins bath ... Management Eppley Hotels Co. 
HOTEL 


the kind that can be inserted in walls or woodwork with a 
hammer, and want them to hang up things, without marring 
wall paper, plaster or woodwork. 















Show our small Counter Display. Sales follow. 
In Window- 

6 for 10 cents Front Packets 

Your Jobber can supply you 


MOORE PUSH-PIN CO. 
113-123 Berkley Street, Philadelphia, Pa. 


WILLIAM PENN 


PITTSBURGH 


Also the FORT PITT HOTEL—good 
rooms from $1.50; with bath $2.00 
























ALWAYS NEEDED! 
A List of Serves Many 

WHOLESALE Different 

HARDWARE 

HOUSES Giving ||| US°* - -- Bx, 





Names and Addresses; Capitaliza- Ordinary monkey wrenches are prac- 
tions; Lines Handled; Territories tically useless in awkward places. That’s why so many 
Covered; Number of Men Travelled; motorists carry a B.&C. Adjustable ‘‘S’’ Nut Wrench 
Names of Officers and Buyers. for close work and many other wrench jobs. Quick 
Useful for adjustment, secure grip and sturdy construction make 
it a steady, profitable seller. Sizes: 6” to 14”. Small- 
PERSONAL SALES CONTACTS est size opens to 34”—largest size to 2”. 
Price $10.00 a Copy CREDIT DEPARTMENT Ask your Jobber. 
i hn gc BEMIS & CALL CO 
HARDWARE AGE VERIFIED LIST e Springfield Ah . 


239 W. 39th ST.. NEW YORK, N. Y. 
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Devoe & Raynolds Co. 
Paint Brush Displays 


Of modern design, this display carton 
shows a Devoe “Superkleen” paint brush 
in use. It is attractively colored and has 
side flaps making the display more prom- 
inent yet not taking up too much counter 
space. Devoe & Raynolds Co., Inc., 1 W. 
47th St., New York City. 





Superfex “Heat Director” 


An oil burning heating stove, “incor- 
porates for the first time certain prin- 
ciples never before applied in the direc- 
tion of stove heat,” says the maker. Em- 
bodies new flexibility and a wide range 
of heat control through use of three sets 
of adjustable, shutter-like heat projectors 
on the sides and front, and sliding heat 
dampers on top, enabling direction of 
strongest heat rays into the lower level of 
the reom which is so difficult to heat, or 
into any cold or distant corner. Heat pro- 





jector sets and top dampers operate in- 
dependently, one or more sets may be 
closed or opened at will, part or all the 
way. Different adjustment of each of three 
sides is possible. Heating capacity from 
3000 to 4000 cu. ft. Operates from 11 
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to 46 hr. on one filling of the 5-gal. de- 
tachable reservoir. Embodies same gravity 
feed and constant control features found 
in other models of the line. Heat resist- 
ing finish on combustion chamber. Walnut 
porcelain enamel finish on outside cabinet. 
Available, when desired, with constant 
level valve for use with an outside fuel 
supply. Perfection Stove Co., Inc.. Cleve- 
land, Ohio. 


“Penguin” and “Husky” 
Ice Cream Freezers 


“Penguin,” triple action model, silver 
and black color combination with pail and 
crank handle black enameled to harmonize 
with attractive black label. Penguin de- 
sign on main frame cap also finished in 
black and white. Full size tub of kiln- 
dried northern pine with welded galvanized 
wire hoops. Tub hardware hot galvanized, 
inside container, prime charcoal tinplate 





with rugged cast dasher and cast cover. 
Heavily galvanized main frame and fully 
enclosed gears. Container, inner and outer 
beater turning in different directions, indi- 
vidually packed. 2, 3, 4, 6, 8 and 10 
quarts. “Husky” has white pine, natural 
finish tub, galvanized hoops and hardware. 
Extra large ice packing space above inside 





container. Fully enclosed gears, sturdy 
cast main frame and gears. Prime tinplate 
inside container. Cast dasher, pressed 
steel cover, all heavily tinned. Sizes: 2, 
3, 4 and 6 quart. Conco Crane & Engi- 
neering Works, Div., H. D. Conkey & Co., 
Meodota, III. 


Reclining Pad for Peerless 
40-F and 11-F Series Chairs 


Increases the comfort of these chairs 
and provides a supplementary article for 
sales. Pad illustrated is six feet long and 
fifteen inches wide. Pads are of bright 





color stripe materials to match patterns of 
reclining chairs. For attachment to chairs 
with straps of canvas, permitting them to 
fit snugly and yet be easily removed. 
Packed in bundles of one dozen each, 
weight 24 Ibs. per dozen. Prices and 
samples available from the manufacturer. 
Tucker Duck & Rubber Co., Fort Smith, 
Ark. 


G.E. Mazda “Three-Light” Lamp 


Provides three different levels of illumi- 
nation from single lamp bulb. Contains 
two filaments, each of which may be 
burned .either singly or in combination 
with the other. Two sizes now available; 
one containing 150 and 200 watt filaments, 
the other 200 and 300 watt filaments. 
Smaller size combination employs same 
size bulb as does regular 300 watt lamp. 
Equipped with mogul screw base with 
additional center contact in order to per- 
mit separate control of each filament. Spe- 
cial socket necessary to accommodate new 
base. With Mazda Three-Light lamps it 
will be possible to use the lower wattage 
filament alone for minimum requirements, 
higher wattage filament for average re- 
quirements, with the two together to 
supply high level illumination needed 
for active shopping periods. Wiring meth- 
ods: (1) running third wire from light- 
ing unit to wall switch, thereby controlling 
both filaments from wall; (2) to locate 
canopy switch on ceiling at each fixture. 
Inside frosted. Designed to give same 
life in service as regular Mazda lamps, ap- 
proximately 1000 hours. Incandescent 
Lamp Department, General Electric Co., 
Nela Park, Cleveland, Ohio. 


Westinghouse Mazda 
Photoflash Lamp No. 10 


Designed especially for use by the am- 
ateur photographer in making portraits 
and human interest snapshots. Has an 
A-19 bulb, the same as a 25-watt regular 
lighting lamp with medium screw base 
permitting use in hand battery sets or on 
110-125 volt house lighting circuits. In- 
tensity approximately half that from the 
standard photoflash Mazda No. 20, suff- 
cient to permit good photographic results 
up to distance of twelve feet. Suggested 
retail selling price, 15c. Westinghouse 
Lamp Co., Bloomfield, N. J. 
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STAR 


Heel Plates 


Best known. Most pop- 
ular sellers for over 


a NI 25 years. They 


Make MONEY for DEALERS 


—save heel money for users. Do not injure carpets or rugs. 
9 sizes to fit smallest or largest shoes. % gross pairs in box. 
Also 3 pairs assorted on cards. Sold by Leading Jobbers. Send 
for Samples and Prices. 


* STAR HEEL PLATE CO. 
Newark N. J. 






ROOM ‘ 
THERMOSTAT . 
The 
Ss HEET System 
Regulates Any Domestic Furnace or Boiler 


STACK LIMIT CONTROL. TRANSFORMER 


BS 


DAMPER MOTOR 











x T..2 "7 
Now a Universal system a ae 

that stops Up-the-Chimney-Waste $ 453-60 
The HOLD-HEET SYSTEM—both room and stack . Dealers Price 
control. Direct action, accurate. The most advanced Room Thermostat, 
‘“‘Automatic Heat’’ for Furnaces and Boilers. Guar- Damper Motor, Trans- 
anteed the most powerful unit built. In three months, former and Stack Limit 
adopted by 58 furnace manufacturers and 127 job- Control; Pulleys, Hooks, 
bers. At $32.50, installed, the sales opportunity Wire, etc. Nothing else 
of the generation. to buy. 


The Most Complete Line of Air Conditioning Accessories Made 


Write Today RUSSELL ELECTRIC CO., 378 W. Huron St., CHICAGO, U.S.A. 











ware dealers. 


At your jobber’s. 
Nicholson File 
Company, Provi- 


dence, R. L., U.S.A. 


? 





FILE FO 











8 SHIELD BRAND DRILL SETS SB 





Right now Nichol- 
son File advertising 
is in full swing em- 
phasizin the qual- 
ity of Nicholson 
Files and telling 
thousands of file 
users to buy them 
from their hard- 


Packed in a neat leatherette 
case. No delay or confusion 
in hunting for the correct 
size drill. 


A QUICK SELLER 





THE STANDARD TOOL (0. e 


York CLEVELAND Chicago 

























HOSE CLAMPS 


“EASY ON THE HOSE” 


Cw 
Leak-Tight 
Rust-Proof 

Cw 

Standard of the World 
for 40 Years 

Geo 


All Sizes 
Prompt Shipment 


Ask Your Jobber 


J. R. CLANCY, Inc. 


Syracuse, New York 








MOLDED RUBBER GOODS 
- & Ls) = > 


We stock a complete assortment of rubber 
tips and bumpers, and are equipped to manu- 
facture most anything for your special re- 
quirements. Catalogue No. 50 on request. 


ELASTIC TIP COMPANY 
370 Atlantic, Ave., Boston, Mass. 


5 
enwatG 





























s *™) 
(Ab 


SAMS RAOE MARK 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


Yate) © a O10) .0 D 


SAMSON SPOT, PHOENIX and SACHEM brands 


each the standard of quality forits particular use. 
“There IS a Difference in Sash Cord”’ 
OTHER BRAIDED CORDS: COTTON TWINES 


' ; 
Send for catalogue, samples and selling information 





NOVEMBER 9, 1933 











LOOK FOR THE TRADE MARK 
ON THE SHANK OF THE BIT 








WOOD BORING TOO 


Sole Manufacturers of the 
Genuine Irwin Bit Since 1885 





The Irwin Auger Bit Company 
Wilmington, Ohio 
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CLASSIFIED AOVERTISING 
RATES 


Positions Wanted Adver- 
tisements at Special Rate of 
one cent a word, minimum 
fifty cents per insertion. 





Use the “Classified Opportunities Section’’ to Reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


THE FOLLOWING RATES 


apply to “Help Wanted,” “Business Oppor- 
tunities,” “Sales Accounts Wanted” and 
“Sales Representatives Wanted” advertise- 





ments. 
Set Solid, Minimum of 50 words..... $3.00 
Each additional word..........+. 06 
All Capitals, Minimum of 50 words.. 4.00 
Each additional word..........+.+- -06 


Allow Seven Words fer Keyed Address. 





Remittance Must Accompany Order 


Samples of merchandise, literature, catalogs, etc., will not be forwarded 


BOXED DISPLAY RATES 
DOD cc cd ceed cicesennetenssics $5.00 
Each additional inch .........- «+--+ 400 


Discounts for Classified Advertising 
4 insertions. 10% off; 8 insertions, 15% off. 
Due to the special rate, these discounts do 
not apply on Positions Wanted Advertise- 


ments. 


HARDWARE AGE is published every other 
Thursday. Classified forms close Nine Days 
previous to date of publication. 
Address i= advertisements and repiles te 


HARDWARE AGE, Classified Se ee 
239 West 39th St., New York City. 

















BUSINESS OPPORTUNITIES 


SALES REPRESENTATIVES WANTED 


POSITIONS WANTED 





FOR SALE—Hardware business. Wholesale 
and Retail. Incorporated 1901, town 6,000 in 
central Pennsylvania, center of prosperous farm- 
ing and diversified manufacturing community. 
Recent death of principal owner, reason for sell- 
ing. Address Box B 264, care Harpware AGE, 
New York City. 








SALES ACCOUNTS WANTED 





MANUFACTURER’S REPRESENTATIVE 
ORGANIZATION NOW CAREFULLY COV- 
ERING THE THREE PACIFIC COAST 
STATES WITH OFFICES AND _ WARE. 
HOUSE SPACE IN LOS ANGELES, SAN 
FRANCISCO, CONTACTING HARDWARE 
JOBBERS, RETAILERS, ACCESSORY AND 
MILL SUPPLY HOUSES WITH POWER 
TOOLS, HAND TOOLS, DESIRES ADDI- 
TIONAL CONNECTION FOR TOOL, 
HOUSEHOLD-UTILITY, sEC 
PLIANCE OR HARDWARE LINE. P- 
TIONAL REFERENCES. ADDRESS BOX B 
rae HARDWARE AGE, NEW YORK 





ESTABLISHED MANUFACTURER’S 
AGENCY desires one or two additional volume 
lines for the hardware, housefurnishing and sport- 
ing goods trade. We cover department stores, 
larger retailers and jobbers in Metropolitan New 
York, New Jersey and Eastern Pennsylvania. 
Only interested in substantial lines at present. 
Associated Representatives, 11 West 42nd Street, 
New York City. 





SALESMAN—Hardware, electric appliances. 
Traveling at present Pennsylvania, Maryland. 
Have intimate contact hardware, housefurnish- 
ings and electrical jobbers, also large department 
stores. Can guarantee distribution for line of 
merit. Will operate on commission basis. Drive 
own car. Young man with ten year’s road experi- 
ence. Best of reference available. Address Box 
B 262, care Harpware Ace, New York City. 





HAVE OFFICE AND SHOWROOM IN 
NEW YORK CITY, calling on the trade in 
Metropolitan New York. Will be pleased to hear 
from manufacturers desiring representation in 
this territory with a stock on hand for im- 
mediate shipments. Also having the benefit of an 
experienced selling force. Address Box B-211, 
care Harpware Ace, New York City. 





SALESMAN WITH CAR new calling on 
hardware and housefurnishing dealers and job- 
hers. also denartment stores in Connecticut and 
Rhode Island, desires a good side line. Good 
record and can furnish excellent references. Ad- 
dress Rox B-248, care Harnware Acr, New 
York City. 





EXPERIENCED HARDWARE SALESMAN 
having constant contact with over 600 retail hard- 
ware dealers in the New York Metropolitan 
District would like to represent manufacturer 
of hardware, housefurnishine or specialty line. 
Address Box B-255, care Harnware Acr, New 
York City. 





LINES WANTED to offer hardware trade, 
industrials, mill supply houses, brewers, depart- 
ment stores in Missouri and Southern Illinois. 
Have wide acquaintance and following, can furnish 
warehouse facilities if desired. Satisfactory refer- 
ences. Reply stating narticulars. James 
Byrnes, 13 S. 4th St., St. Louis, Mo. 
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SALESMAN calling on hardware trade and 
manufacturers’ representatives with established 
clientele can increase their earnings materially 
by representing on commission basis old establish- 
ed manufacturers of leather washers and cup 
leathers for air and water pumps, also special 
leather washers and_ valves. Address, The 
a Machine Company, Syracuse, New 
ork. 





SIDE LINE SALESMEN calling on hardware 
jobbers and department stores. Quality hard- 
ware line of necessities which are now showing 
constantly increasing sales Volume. Liberal com- 
mission. Address, Alto Mfg. Company, 1647-53 
Wolfram St., Chicago, III. 








HELP WANTED 


SALESMAN EXPERIENCED IN SELLING 
TO retail hardware and department stores, to 
feature fast selling specialty line. Our men 
average from $75 to $90 and up per week. 
pag oy given to full time men, but will allow 
as side 








HARDWARE SALESMAN—excellent propo- 
sition for a man who sold hardware, housefurnish- 
ings, electrical and plumbing supplies to the retail 
stores in Manhattan and vicinity. State experi- 
ence, whether you have dealer following, automo- 
bile, and territory covered. Address Box B-251, 
care Harnware Ace, New York City. 





MAN TO MANAGE large hardware and 
pairit, retail store. One who also would have 
an opportunity of investing money in this con- 
cern. Must have good references. Long Island 
locality. Address Box 268 care HARDWARE 
Ace. New York City. 





SALESMAN WANTED in hardware and 
housefurnishing line. Must have car and reside 
in northern part of New Jersey. In answering 
give full particulars as to Age, experience, etc. 
Good opportunity for live wire. Position now 
open. Address Box B 267 care HAarpware AGE, 
New York City. 








POSITIONS WANTED 


MR. RETAILER OR JOBBER would you 
like to secure an experienced hardware execu- 
tive above the average’? You can do so, on short 
notice. So read this through. There is a hard- 
ware executive with thirty years’ experience in 
retail and wholesale hardware, mill supplies, 
plumbing supplies, farm implements, builder’s 
supplies, cutlery, sporting goods, hotel and 
restaurant supplies, as buyer, sales and collections, 
holding positions with large important hardware 
jobbers for several years. Well posted in all 
departments retail and wholesale hardware prac- 
tice. He has been out of the hardware business 
for a short time but would like to get back with 
a firm where his loyalty and ability would count. 
He is after a permanent place and nothing else 
will do. In good health and single. Those in- 
terested kindly write—Box R-254, care FURDWwARE 
Acr. New York Citv. 








AVAILABLE—CONTACT REPRESENTA- 
TIVE to carry out plans and policies for the 
promotion of sales—to develop new channels for 
distribution. Practical merchandising experience. 
Successful sales record. Wide and intimate ac- 
quaintance in hardware field. Traveled exten- 
sively over the entire United States. Desires con- 
nection only with manufacturer. Salarv second- 


arv to proposition offering stability and future. 
Address Box B-256, care Harpware Ace, New 
York City. 





Hardware Personnel 


FOR THE HARDWARE 
AND 
ALLIED INDUSTRIES 


WHOLES.LE RETAIL 


Men and women are registered in this bureau who 
can successfully fill any position listed below. Well 
recommended and trained in their occupations. 
MANAGERIAL DEPARTMENT 

Assistant managers, department managers. 
SALES DEPARTME 
Assistant sales manager, salesmen, inside and 
outside, sales correspondents, price clerks, order 


clerks. 
PURCHASING DEPARTMENT 
Buyers, pick up_boys, 
OFFICE MANAGER 
Cashier, bookkeeper, 


clerks. -~ 
SHIPPING DEPARTMENT 
Shipping clerks, assistants, truck or chauffeurs, 


ters. 
od 
men, order 
TISING AND. PUBLICITY 
logue compilers, circular dayout men, ma- 
cnite~ ny rs. 
CREDIT BErant MENT 
Credit men, assistants, collectors. 
BILLING DEPARTMENT 
Pricing clerks, billing machine operators. 
RETAIL DEPARTMENT 
Managers, assistants, cashiers, counter clerks, 
store salesmen, store boys, shipping clerks, re- 
ceiving clerks, locksmiths, repair men. 
NO CHARGE TO EMPLOYERS FOR THIS 
SERVICE 


















stenographers, clerks, mail 


This is the only employment agency which special- 
izes in the hardware and allied industries. 


Associated Placement Bureau 


152 West 42nd Street, New York Cily 
Wis. 7-1802, 1803 














SALES EXECUTIVE with many years 
successful sales and sales managing experi- 
ence, contacting with hardware jobbers and 
supply dealers throughout the United States, 
is available for position with manufacturer 
distributing his products through these 
channels. Not interested in any commis- 
sion proposition or investment. Address 
Box B 266, care Harpware Ace, N. Y. City. 














ASSOCIATED PLACEMENT BUREAU 
152 West 42nd St. 
New York City 

We have received and properly filled the ap- 
plications for employment from sales represent- 
atives from all parts of the United States. Should 
you be interested in representation in the follow- 
ing states please communicate with the above 
organization and you shall receive prompt and 
intelligent service. You are under no obligation 
to us for this cooperation. 

Connecticut, Florida, Illinois, Towa, Massachu- 
setts, Michigan, Missouri, New Jersey, North 
Carolina, Ohio, Oregon, Pennsylvania, Rhode Is- 
land, Texas, West Virginia. 





MR. JOBBER OR MANUFACTURER! Now 
is the time to replace that out-of-date catalog 
Having been chief compiler and editor for a 
large catalog publisher I am capable of making 
your catalog whether 16 or 1000 pages at your 
office or here in New York City. Address Box 





B-210, care Harpware Acre, New York City. 


HARDWARE AGE 
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CLASSIFIED OPPORTUNITIES eee 





POSITIONS WANTED 


POSITIONS WANTED 


POSITIONS WANTED 








SALESMAN—twenty years’ experience in the 
Metropolitan District seeks a line on commission. 
Only reputable financially responsible manufac- 
turers seeking the same type representation. Ad- 
dress Box B-246, care Harpware Ace, New 
York City. 


HARDWARE MAN EXPERIENCED in the 
following lines, capable of tak ng charge—build- 
er’s hardware, tools, pipe and fittings, factory 
supplies, paints, brushes, fishing tackle and sport- 
ing goods. Address Box B 261, care Harnware 
Acr. New York City. 


SALES EXECUTIViE—Available November 
first, reliable, hard working, experienced producer 
with retail = jobhing contacts in mddle western 
territory. Vith present employer last twelve 
years. ee... connection with or renresenta- 
tion of well-rated manufacturer. Age 43. Can 
handle correspondence, salesmen and office detail. 
An expert in modern retail merchandising and 
can furnish unquestionable references. Address 








Rox No. 7515-A, Harpware Acer, 802 Otis Bldg., 
Chicago, Til. 


1933 





NOVEMBER 9, 





EXPERIENCED SALESMAN, ten years sell- 
ing the hardware and sporting goods trade of 
eastern New York State. Seven years with last 
employer. A connection in Eastern territory de- 
sired, but not essential. References. Address Box 
226, care Harpware Ace, New York City. 





ASSISTANT BUYER in mill and hardware 
lines worked for seven years with leading pur- 
chasing company. Single, willing to go any 
place. Can furnish excellent references and am 
available immediately. Address Box B-253, care 
Harpware Ace, New York City. 





BUYER, or similar work, with many year’s ex- 
perience in hardware, mill supplies and heavy 
hardware, is open for position. Have fine ac- 
quaintance with factories and source of supplies 
Considerable selling exnerience. Position desired 
in Eastern states or locality. Address Box B 
263, care Harpware Acer, New York City. 





HARDWARE MAN—forty- three years old, 
sober and industrious, twenty years’ experience in 
wholesale and retail hardware, open for a_posi- 
tion with renutable retail firm where work and 
integrity will he rewarded. Can furnish first- 
class references as to honesty and ability. Will 
go anywhere. middle West or South preferred. 
Address Box B-239, care Harnware Ace, New 
York City. 


WANTED ‘JOB | AS MANAGE R of onions 
or general store, or clerk in store. Can give 
best of reference. Have had twenty-five years’ 
experience. Address Box B-258, care HarnowarE 
Acer, New York City. 





WANTED: PERMANENT WORK in Hard- 
ware Store. Can solder, paint, repair pumps, 
harness, drive truck; know hardware line. ar- 
ried; 36 years ot age. Hionest, steady, can 
furnish references. and give bond if necessary. 
Address Roy Trester, Centerpoint, Indiana. 
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Of course we live in the “backwoods’’! 
Because that is where we get good 


hickory to make ‘‘Sallee Handles.” 
1000 DOZEN PER DAY 


SALLEE BROTHERS 


2 annoy Handle Manufacturers 


ov f Pocahontas, Ark. 


“From treadmill to modern plant production” 





WE DO OUR Pant 








— SUPPLIES 


Many poultry houses are 
now lighted by electricity, 
and by connecting this 
heating unit to a light 
socket, the drinking water 
never freezes and is kept 
at a wholesome tempera- 
ture. Uses but little cur- 
rent. Write for New 72- 
)» page Catalog 34 of Moe’s 
Big Line just off the 
press. Everything for the 
Poultry man, and nothing 
better made! 


HoEFT & COMPANY 


2305 Davis St. North Chicago, III. 











“BACKWOODS” 7” 








| eee S 


LEPASE'S CASEIN GLUE 
LEPAGE'S LIQUID SOLDER 
LEPAGE'S GRIPSPREADER MUCILAGE 
LEPASE'S COLD WATER WALL SIZE 
LEPASE'S WATERPROOF CEMENT 
LEPASE'S PAPER-HANGERS PASTE 


RUSSIA CEMENT CO.,GLOUCESTER MASS. 






















BOX IN GREEN AND RED 








DIAMOND 


HOLIDAY 
TOOL SET 


and a single end adjust- 
able wrench. Tools nickel 
plated and highly buffed. 

A colorful display for 
your counters and just the 
HE special thing to offer searching 


green and gift buyers. Decorations 


two “Motor Special” Pliers . Christmas business. 


DIAMOND CALK HORSESHOE CO. 


4622 Grand Ave. Duluth, Minn. 





| | red Christmas carton holds easily removable for after- 

















To completely satisfy your customers, ask your jobber for COLUMBIAN 
Tape-Marked. You can tell it by the Tape-Marker in all sizes and 
the red, white and blue surface markers in 34 inch diameter and larger. 


Columbian Rope C y, Auburn, “The Cordage City”, NLY. 





iP 








REMCO Furniture Nails 


Ms Display Assortment Contains: 
Packs contain 50 each. 


2 Pkg. 210 Black 

2 Pkg. 210 Tan 

| Pkg. 210 Red 

| Pkg. 210 Brown 

| Pkg. 210 White 

2 Pkg. 210 Green 

1 Pkg. 43 Brass Pl. 
| Pkg. 42 Brass Pl. 


Ask 
our 
obber 








| Pkg. 220 White 

| Pkg. 1512 Antique 

| Pkg. No. 9 Natural 

| Pkg. No. 9 Hammered 

| Pkg. No. 9 Antique 

! i | N.PI.Thumb- 
Retail Price $2.30 

Dealer $1.15 complete Weight: 24 Ibs. Complete 


We protect the Hardware Jobber and Independent Merchant. 


Robert E. Miller, Inc., 35 Pearl Street, N. Y. C. 
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WATERPROOFED - GUARANTEED [IN 





Yt , BRUSH-NU COMPANY , 
GE 


BALTIMORE MARYLAND 








More Good Luck Jar Rub- 
bers are sold than any other 
kind. Used by experts and 
home canners for 20 years. 
Highest quality jar rubber 
made. Nationally adver- 
tised. Excellent profit. Big 
repeats. 10c. a doz. Two 
gross (24 cartons) in full 
color display container. 


‘cteoleo}om atle Gerri.) 1-7a> 


With the BIG handy lip 





BOSTON WOVEN HOSE & RUBBER CO., Cambridge, Mass. 


HARDWARE AGE 
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EVEREADY Flash-O-Scopes are given to you free 

.. and you give them to your customers free, with 
each sale of an Eveready Flashlight. 

The Flash-O-Scope comes knocked down, packed 

in an attractive colorful envelope. Any child can 

assemble it. Then, with an Eveready Flashlight, the 


Use the Flash-O-Scope envelope for display purposes 


This shows you the envelope containing 
the Eveready Flash-O-Scope. It has been 
specially designed for display value. 
Use it in windows, on counters, and 
around your store for display purposes. 


The Eveready Flash-O-Scope will be 
advertised in the December “‘Boys’ 
Life’ and “American Girl’’! 





This beautiful window-piece 38” wide x 32” high is 


yours free. 


The New and Exciting 


EVEREADY 
FLASH-O-SCOPE 
for Christmas... 


COMPLETE OUTFIT 


WITH THE PURCHASE OF ANY 


EVEREADY 


FLASHLIGHT 
The Ideal Christmas Gift 





NOVEMBER 9, 1933 


A perfect toy for a girl or 
boy. The Eveready Flash- 
0O-Scope makes Shadow 


Pictures that MOVE! 





A Christmas Gift to give to your Customers 









Flash-O-Scope makes shadow pictures that move. 
Pictures of Punch and Judy, Puss-in-Boots, Animals, 


ete. Additional pictures can be easily made by any 
child. Full instructions are included. 

Imagine a sales-builder like this at Christmas! 
Each Christmas gift of an Eveready Flashlight really 
becomes two gifts! Every one with a child in 
the family will want a Flash-O-Scope. And to 
help you put this over, we give you the hand- 
some window-piece shown below. Every Flash- 
O-Scope envelope is its own display card. Mail 
the coupon today! 

e e * 

As a token of good faith, and to 
be sure you will have enough Ever- 
eady Flashlights on hand — you are 
asked to place a small Eveready order. 
As little as $7.50 in Eveready Flash- 
lights or Batteries makes you eligible 
for a supply of Eveready Flash-O- Ww 
Scopes and the big window-display. @< 


NATIONAL CARBON COMPANY, INC. 


EVE READY General Offices: New York, N. Y. 


Porson Union Carbide [LLM Zotoreion 


NATIONAL CARBON Co., Inc.. Dept. HA-11-33 
30 East 42nd St., New York, N. Y. 


Please send me complete information about the 
Eveready Flash-O-Scope. 





Name___ a ——— 


Address__ onus = — —_ 





City SS ——— 
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For Over 69 Years 
DIAMOND EpGE TOOLS 
Have Stood for Quality. S 

This Trade Mark Appears Only S 

on Merchandise that is - - S 

to the Best of Our Knowledge- - $ 

the Very Best that can be Produced. RS 

DIAMOND EpGE TOOLS are Made SS 
in ALL STANDARD SIZES ES 

AND PATTERNS FS 

with Many Improvements “yy 
and New Ideas aS 
“ORIGINATED By Us” Pd 
S 
S 




















-FOR THE HOME -- 


RA 
“DIAMOND EDGE IS_A QUALITY PLEDGE ” "4 











Shapleigh National Series No. 1825 
HARDWARE AGI 














